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N ALU Seeks Tax Levy Reversal On 
(Coverage That Agent Buys For Self 


WASHINGTON—National Assn. of 
‘Life Underwriters has asked the U.S. 
‘Supreme Court to review the decision 
trecently handed down by the third 
‘circuit court of appeals holding that 
‘commissions received by a life agent 
‘on policies bought by him for his own 
‘benefit are taxable income to him. 
| The case is A. J. Ostheimer 3rd vs 
/United States. Mr. Ostheimer is a prom- 
‘inent Philadelphia agent of Northwest- 
‘ern Mutual, head of a pension and a 
‘general insurance firm and is a past 
chairman of the Million Dollar Round 
Table. He bought life policies on the 
‘lives of his business partner, three key 
‘employes, and four of his children. He 
‘is the owner and beneficiary of all pol- 
ticies and received the commissions. 


' Called Income By IRS 


Mr. Ostheimer took the position, in 
filing his income tax return, that these 
commissions simply constituted a re- 
duction in the purchase price of the 
policies. However, the internal revenue 
‘commissioner held that the commis- 
sions represented compensation to Mr. 
Ostheimer and should be included in 
his taxable income. 

The U. S. district court at Philadel- 
phia agreed with the commissioner. 
Its decision was upheld by the third 
circuit court. Mr. Ostheimer has pe- 
titioned the Supreme Court to review 
the decision. 

‘Feeling that the question was of 
great importance not only to NALU’s 
members but also to all of the ap- 
proximately 200,000 full-time life un- 
‘derwriters in the country, NALU’s 
board of trustees recently decided that 
the association should intervene in the 
case as amicus curiae (friend of the 
court) in support of Mr. Ostheimer’s 
petition for review,” said NALU in a 


statement to the press. “NALU’s brief 
was filed by the association’s special 
counsel, Cadwalader, Wickersham & 
Taft, of New York City, on June 25. 

“In its brief, NALU agrees with Mr. 
Ostheimer’s position that commissions 
received by a life insurance agent on 
policies which he buys for his own 
benefit are not taxable income but 
merely result in a reduction in the 
cost of the policies to the agent 
realized on account of his particular 
occupation. 

“In support of this position, the 
brief points out that past decisions of 
lower federal courts have held that 
such individuals as stock brokers and 
real estate brokers are not taxable on 
commissions which they receive on 
purchases of stock or real estate made 
by them for their own account. 


Cites Minzer Case 


“The brief also cites the case of Sol 
Minzer, in which the U. S. tax court 
held this year that the same principle 
applied to commissions received by 
an insurance broker on his own life 
insurance.” 

In announcing NALU’s decision to 
intervene in the Ostheimer case, 
NALU’s general counsel, Carlyle M. 
Dunaway, said it will be next fall be- 
fore the Supreme Court decides 
whether or not to review the case. He 
expressed the hope that the court will 
take such action. If it should decide 
to grant a review it would then be 
necessary for both Mr. Ostheimer’s 
attorneys and NALU to file further 
and more comprehensive briefs on the 
merits of the issue, after which the 
case would be argued. Even if the 
Supreme Court agrees to review the 
case, it will be months before a final 
decision is forthcoming. 





Buford Is President 
Of Shenandoah Life, 


Remains As Chairman 

The directors of Shenandoah Life 
have elected Chairman Paul C. Buford 
president to suc- 
ceed Blake T. 
Newton Jr., who 
has resigned to be- 
come_ executive 
vice-president of 
Institute of Life 
Insurance, a newly 
created position. 

Mr. Buford was 
president of Shen- 
andoah from 1939 
to 1957, when he 
was elected chair- 
man, a post he will 
retain. No. other 
organizational changes in the company 
are contemplated at this time. 
Income Indemnity Moves 

Income Indemnity of Rockford has 
moved its head office from that city to 
548 North Lake Shore Drive, Chicago. 
The company is undertaking an expan- 
sion program. 

L. E. Kaster is president, and the 
other principal officers are F. L. Karris, 





Paul C. Buford 





executive vice-president; Louis Wayne, 
vice-president and agency director; R. 
J. Olsen, vice-president in charge of 
underwriting, and K. K. Clark, sec- 
retary-treasurer. 

The company will maintain a branch 
office at Rockford. It writes A & S in- 
surance in I]linois. 


St. Louis Actuaries Elect 


St. Louis Actuaries’ Club has elected 
Ray M. Ely, General American, chair- 
man. Samual Rosenbloom, Nelson & 
Warren Inc., is vice-chairman, and 
Walter C. Crow, Marsh & McLennan, 
secretary-treasurer. 


Managers Unit Formed At Boise 

The 159th local managers association 
of General Agents & Managers Assn. 
of NALU has been formed at Boise, Ida. 
Officers elected are James G. James, 
New York Life, president; Oral F. 
Andrews, Equitable Society, vice-pres- 
ident; and Charles B. Daiger, Manu- 
facturers Life, secretary-treasurer. 
Directors elected are A. H. Anderson, 
Maccabees, and Ray M. Wagoner, 
Northwestern Mutual. 

June A&S sales of North American 
Life were up 57% over June, 1958. 


EARNING RATE ON INVESTED 


LIFE INSURANCE FUNDS 
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Kincaid Takes Over 
As President Of 
Ky. Central L. & A. 


The offer of G. D. Kincaid, Lexington 
financier, to purchase stock of Ken- 
tucky Central Life & Accident at $115 
a share has resulted in the deposit of 
82,000 of the 100,000 outstanding shares 
with Louisville Trust Co. An additional 
3,000 shares are being held for Mr. Kin- 
caid by two friends. 

Last week Mr. Kincaid was elected 
president of Kentucky Central L. & A. 
and he put five other Kentucky bankers 
on the board. Three of the old board 
members were retained, and R. H. West, 
who has been president, was named to 
the newly created position of chairman. 

If Mr. Kincaid buys the entire 85,000 
shares at $115, his bill will be 
$9,775,000. However, he may let some 
stockholders who want to retain their 
stock keep it. 

Quaker City Life made an attempt to 
obtain Kentucky Central Life stock and 
offered $116.50, but it entered the 
picture late and its initial mailing was 
to a somewhat out of date list of stock- 
holders. Before Quaker City could get 
its message across, Mr. Kincaid already 
had more than 60% of the stock 
pledged to him. . 

Mr. Kincaid is president also of 
Cardinal Life of Louisville. 


Agent Sues Another, 
Alleging $350,000 
Damages By Slander 


Charges Criticisms Hurt 
His Prestige And Caused 
Him To Lose His License 


WASHINGTON — James M. Bu- 
chanan of the Skiles & Buchanan gen- 
eral agency of Equity Annuity Life has 
brought suit against Howard J. Rior- 
dan, general agent here for John Han- 
cock, and against John Hancock, seek- 
ing $350,000 damages for alleged 
slanderous statements made by Mr. 
Riordan. 

According to Quayle B. Smith, Mr. 
Buchanan’s lawyer, Mr. Buchanan 
and Mr. Riordan had submitted insur- 
ance proposals to Jean P. Bernier, 
owner of the Ten-Ten restaurant on 
Pennsylvania Avenue here. In his com- 
plaint, Mr. Buchanan states that on 
Nov. 5, 1958, Mr. Riordan, while acting 
for John Hancock within the scope 
of his authority, “in the presence and 
hearing of one Jean Paul Bernier, 
falsely and maliciously accused the 
plaintiff of having submitted to Jean 
Paul Bernier a false and misleading 
prospectus of an insurance and invest- 
ment program prepared by the plain- 
tiff for the said Jean Paul Bernier.” 


Alleges Intent To Injure 


The complaint continues: 

“The defendant, Howard J. Riordan, 
maliciously and intending to injure 
plaintiff and deprive him of the re- 
spect, confidence and esteem peculiar- 
ly essential to plaintiff’s profession of 
soliciting, selling and writing insur- 
ance policies, and maliciously contriv- 
ing and intending to deprive plaintiff 
of his good name, reputation and the 
esteem of his clients and professional 
associates and to hold plaintiff up to 
public contempt and disgrace, subse- 
quent to Nov. 5, 1958, while acting 
within the scope of his authority of 
defendant John Hancock Mutual Life 

(CONTINUED ON PAGE 21) 





Ann Lehnert, 
who recently 
joined Manufac- 
turers Life’s 3,300 
member organiza- 
tion, receives a 
“$3 billion” pin 
from President 
G. L. Holmes. The 
pin commemorates 
Manufacturers at- 
tainment of $3 bil- 
lion of life insur- 
ance in force. 
Manufactur- 
ers reached its 
first billion in 
force in 1947, its 
second in 1955. 














One c° the besi-reasoned argu- 
ments for doubting the wisdom of re- 
lying on equiries as an inflation hedge, 
or even the need for hedging against 
further inflation, is to be found in the 
talk that Prof. Arthur R. Upgren of 
Macalester College, St. Paul, gave at 
the annual meeting of the Million 
Dollar Round Table at Bal Harbour, 
Fila. Mr. Upgren, who is Bigelow pro- 
fesser of economics and director of 
the bureau of economic studies, be- 
eves that there is no reason for be- 
lieving there will be a continuance of 
inflation. The first part of his analysis 
follows. 


The question now comes to the ad- 
visability of basing the protection of 
the type that has long been provided 
by certain life insurance through sub- 
s.ituting therefor some form of pro- 
tection where the values are based on 
common stocks. At the present time, 
this would seem to be a most unwise 
choice. 

The reasons are that at present 
there is extremely great market ac- 
tivity in common stocks and high 
prices prevail in the stock market and 
at the same time there is only a most 
modest outlook that we shall have in- 
flation. 

In the past, Wall Street has shown 
an uncanny ability to offer common 
stocks or participations in common 


FeNATIONAL UNDERWRITER 


Tells Why Inflation-Hedgers Are 
Worrying About Wrong Hazards 


stocks at a time when their prices 
were at a very maximum. They may 
now be doing so again. If one were to 
look back in retrospect to find’ the 
worst possible time for the flotation 
of a large amount of investment trust 
securities, one could find no _ better 
year in which not to buy such securi- 
ties at all than the year 1929. 

Yet in that year we had the maxi- 
mum flotation by Wall Street of com- 
mon stocks or equity securities. The 
Dow-Jones averages for industrial 
common stocks rose to a level of 330 
and did not surpass that level again 
for more than 25 years. Even then the 
rise in the Dow-Jones average would 
not equal, as a rate of gain, the in- 
vestment of similar funds in bonds 
with the compounding of the interest 
earned thereon. Money invested at 
4% will double in 25 years even with- 
out compound interest. That money 
at compound interest will of course 
double in a period of time consider- 
ably shorter than that. Yet in 26 years 
the Dow-Jones averages, from the high 
of 1929, have increased by only about 
50% and that increase has all been 
since 1954. 

At the present time, the stock mar- 
ket is high. Earning yields are low. 
In fact, in some instances, the yields 
are below the yields on bonds. In the 
years ahead, there is every prospect 

(CONTINUED ON PAGE 26) 





E. Kirk McKinney 
Is Chairman Of 


Jetferson National 


E. Kirk McKinney has been elected 
chairman of Jefferson National, and 
F. Kirk McKinney 
Jr. becomes pres- 
ident. 

The senior Mr. 
McKinney has 
been president 
since the company 
was organized 20 
years ago, and the 
new president has 
been with Jeffer- 
son National 11 
years, serving most 
recently as execu- 
tive vice-president 
and treasurer. O. L. Servies, comptrol- 
ler, becomes treasurer in addition to 
his present duties. 

New directors are J. Kurt Mahrdt, 
Indiana National Bank; William L. 
Elder, Southern Indiana Railways, and 
Robert H. McKinney of the law firm 
of McHale, Cook, Welch & McKinney. 





E. K. McKinney Jr. 


Cleveland CLUs Pick Beam 


Cleveland chapter of CLU has elec- 
ted W. Allen Beam, State Mutual, 
president. Vice-presidents are Hadsell 
S. Easton, Home Life; Robert Cisar, 
Mutual Benefit Life, and John F. 
Schmitt, Mutual of New York. Clar- 
ence E. Pejeau, Massachusetts Mutual, 
was elected treasurer and Jonathan 
R. Alder, New England Life, secretary. 

R. G. Ransford, president of Glean- 
er Life, has been appointed a member 
of the insurance committee of the U.S. 
Chamber of Commerce. 


Arkansas Agents 
Endorse Barnes 


For NALU Trustee 


Verne N. Barnes, general agent at 
Little Rock of Kansas City Life, has 
been endorsed for trustee of National 
Assn. of Life Underwriters by the 
Arkansas and Little Rock associations. 

Mr. Barnes is president of Arkansas 
Assn. of Life Underwriters and is on 
the board of the Little Rock agents’ 
and general agents’ associations. He is 
a regional chairman of the NALU 
membership committee and is on the 
NALU public relations committee. 


Life Insurance Symposium 
For The Public To Be Held 
At Madison Square Garden 


A public symposium on the eco- 
nomic and social contributions of life 
insurance, being held in conjunction 
with the 100th anniversary of Equi- 
table Society, will take place on the 
morning of July 28 at New York’s 
Madison Square Garden. The symposi- 
um is being jointly sponsored by Life 
Insurance Assn., American Life Con- 
vention and Institute of Life Insur- 
ance. 

Chairman will be Holgar J. John- 
son, president of LIA. 

Speakers will include John S. Bon- 
nell, minister of the Fifth Avenue 
(New York City) Presbyterian Church; 
Dr. Detlev W. Bronk, president of the 
National Academy of Sciences; Ivy 
Baker Priest, treasurer of the United 
States; Neil H. Jacoby, dean of the 
graduate school of business adminis- 
tration University of California, and 
Frederick R. Kappel, president of 
American Telephone & Telegraph Co. 
tained that mark, was honored at a 


Great Southern Hits 
Billion In Force 


Great Southern Life has passed $1 
billion of insurance in force, becoming 
the fifth company in Texas to do so. 

President Pat M. Greenwood, under 
leadership the company at- 


whose 





Benjamin N. Woodson, right, presi- 
dent of American General Life, pre- 
sents Pat M. Greenwood, president of 
Great Southern Life, with a golden 
goblet in recognition of his “leader- 
ship in guiding Great Southern to an 
important milestone during its golden 
anniversary”—the passing of the $1 
billion mark in life insurance in force. 
The goblet was presented at a lunch- 
eon at Houston attended by presi- 
dents of leading Texas insurers, at 
which Mr. Woodson was host. 


luncheon at Houston by presidents 
and executives of several leading Tex- 
as companies. He was presented a 
commemorative golden goblet recog- 
nizing his “leadership in guiding Great 
Southern toward this important mile- 
stone during its golden anniversary.” 

The company had $638,955,031 in 
force in 1953 when Mr. Greenwood 
became president. In adding $380 mil- 
lion since then, it has increased its 
in force total to more than half again 
as much as during the preceding 44 
years. 
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New England Life 
Improves Policies— 
Present And Future 


New England Life has “revised and) 
strengthened” its basic life insurance 
contract and ex- 
tended new bene- 
fits retroactively 
to existing pol- 
icyholders, effec- 
tive July 15. 

“Many of the 
already generous 
provisions of the 
New England Life 
contract have been 
liberalized, while 
other _ benefits, 
which have been 
given as a matter 
of practice, but have not been set 
down in writing, are now guaranteed,” 
said President O. Kelley Anderson in 
making the announcement. 

Language in the contract itself has 
been simplified and capsule summaries 
of each provision provided for speed- 
ier understanding. In addition to the 
wording, the format of the policy and) 
its envelope have been completely re- 
designed to emphasize both eye appeal 
and readability. 





O. Kelley Anderson | 


Retroactive Benefits Listed 3 

Among the new benefits to existing) 
policyholders are these: 

The refund of any premium or por- 
tion thereof paid beyond the policy 
month in which the insured dies. 

When a standard policy has been} 
continued as extended term insurance 
equal to the face amount of the orig- 
inal policy, the basic policy (without 
riders) may be reinstated without evi- 
dence of insurability, provided the ex- 
tended term insurance has at least 
five more years to run. 

Payment of the accidental death ben- 
efit may now be made when death is 
due to drug, poison, vapor, or gas of 
any kind, including carbon monoxide 
when taken or inhaled involuntarily. 
Coverage on airplanes “operated fo 
military or naval purposes” is exclude 
only “while the insured is a —a 





of the military, naval or air forces 0 
(CONTINUED ON PAGE 18) 
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tier style” policies on all members of the wagon train similar to those it issued 3 
century ago for western pioneers. Looking on are other members of the migrat- 
ing party, which is part of the Oregon Centennial celebration. Citing the respon- 
sibilities of the historic wagonmaster to protect members of his train against 
Indians, outiaws and a variety of other hazards, Mr. Dowell, a former Montanan, 
added, “Much as I hate to admit it, my studies of the Old West have shown me 
that the Colt six-gun was the best life insurance on the frontier.” 
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A colt revalval 
is presented to 

Wazgonmaster Gor- 
don “Tex” Serpa 
of the On-to-Ore- 
gon cavalcade, 
re-enactment o 
the wagon trai 
trips from Mis 
souri to Oregon 
which took plac 
100 years ago 
Dudley Dowell 
executive vice- 
President of Ne 
York Life, mak 
the presentation at’ 
Montpelier, Id.. 
on behalf of hi 
company, which 

has issued ‘“fron- 
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“T know you Provident Mutual men bend over backwards to help your agents, 
but frankly, Smithers, you've got to stop taking it so literally.” 


Brokers and agents who work with Provident 
Mutual know this Company’s attitude of full 
service and cooperation. 

They know the value of the prompt underwriting 
decisions they get ; of fast, customer-pleasing claims 


service; of up-to-the-minute sales aids (including 


personal cooperation on sales calls and presenta- 
tions, if desired); of always-available technical 
consultation and assistance on any aspect of sales 
or service. 

If you don’t know about these things—shouldn’t 


you? 


Provident Mutual 


Life Insurance Company of Philadelphia 








Now he represents a 
BILLION-DOLLAR COMPANY 


Liberty Life now provides a billion dollars in life insur- 
ance protection for individuals, families, and businesses 
throughout the entire Southeast. 

As a result, the Liberty Life representative has even 
greater opportunities for a successful career than ever 


before in our 54-year history. 


LIBERTY LIFE 
INSURANCE COMPANY 
Home Office: 


Greenville, South Carolina 


We \wi 
LIBERTY 
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Five Companies Join 
ALC; Now 281 Members 


Five companies have been admitted 
to American Life Convention, bring- 
ing total membership to 281 compan- 
ies. The newcomers are Central States 
Health & Life, Employers’ Mutual 
Life, Forest Lawn Life, General Life 
of Seattle, and Tennessee Life. 


State Mutual Entertains 
85 Young Tourists During 


Their Puerto Rican Trip 


A group of 85 youngsters from the 
Worcester, Mass., First Baptist Church, 
who were visiting Puerto Rico on funds 
they raised doing odd jobs, were enter- 
tained at the Barranquitas Hotel by 
State Mutual Life. 

Company officials, upon learning that 
the group was touring the island, con- 
tacted Roberto M. Gonzales, resident 
manager at Santurce, and Carroll J. 
Daly, group manager at San Juan, and 
asked them to arrange the surprise for 
the young people. 

Three buses took the group from the 
mission school at which they were stay- 
ing to the hotel were they were treated 
to a dinner of local dishes, and then a 
swim in the hotel pool which had been 
reserved for them by State Mutual for 
the afternoon. 


Hartford GAMA Elects Furniss 
Carl T. Furniss, Connecticut Gener- 
al, has been elected president of Hart- 
ford General Agents & Managers 
Assn. to succeed Andrew Cronin, John 
Hancock, Other officers elected are 
Robert E. Conaty, New York Life, 
vice-president; Willard Griffin, North- 
western Mutual, secretary-treasurer, 
and Winfred Kloter, Massachusetts 
Mutual, and Edwin H. May, Phoenix 





Build your own agency on the strong foundation of 
Central Standard Life’s new career contract which offers: 


e Renewals completely vested for 
the premium paying period of the 


policy, plus... 


e Top first year commissions. 


e All new A & S program. 








e High value, low premium 
Life Plans. 


e Liberal underwriting. 
e Company sponsored education. 
e Agent-Agency building 
philosophy. 
Substantial Override for General Agents— 
Build your own agency e Plan for your retirement 
Create an estate for your family 


e Tested, proven direct mail aids. 


A new approach to your professional career 






Mutual, directors. 
SANNM | | | 


In Force: $357,405,424 
Assets: $107,284,880 
Surplus: $14,591,874 




















The secret of supcess is (onstancy to Pur 





ose 


Benjamin Disrael: 


Our success has been achieved with our career men and women. 




















See for yourself 


Write or wire today for 
your “‘new approach” 
agent’s kit. Get full de- 
tails by contacting your 
local Central Standard 
General Agent or: John 
M. Laflin, Vice President 
and Agency Director. 


CENTRAL STANDARD LIFE 


Founded in 1905 « INSURANCE COMPANY - 


211 W. Wacker Drive Chicago 6, Illinois 
Life « Accident « Sickness 
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Defenderfer Is NALU 


Building Fund Trustee for 
WASHINGTON — Arthur W. Dé F 
fenderfer, life insurance consultant ¢Detailes 
John Hancock at Washington, D. @&S in 
has been named a trustee of the Lice situ: 
Underwriter Memorial Building fuptional — 
of NALU. Mr. Defenderfer is alg its am 
chairman of NALU’s building comprings, 
mittee. pperviso 
The fund was established in 19g Contin 
as a repository for all funds contr. Harn 
buted to construct, or purchase anpeech at 
improve, equip and furnish a NAlIfork Citys 
headquarters building. bridged 
pi | By 
Keogh-Simpson Bill Gets | suppos 
Formal NALU Endorsemep ?°° 


WASHINGTON—John Z. Schneidd™®, 5°. 


Connecticut General, Baltimore, chai 0 the 
man of the NALU federal law and le; 
islation committee, has filed with th 
Senate finance committee a stateme 
endorsing the association’s general aj 
proval of the Keogh-Simpson bill, 
10. 

The bill would give self-employs 
persons the same sort of tax incenti) ‘ 
for building up voluntary retiremej After 
plans as are given to employes und@ 
qualified pension plans. j 
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artners, 
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s will 
olicies. 

Principle Long Favored ates ag 


Mr. Schneider pointed out that NAL + Pogesagd 
had long favored the basic principg?™!™8S 
of the bill, which is to remove a pre pees 
ent tax discrimination, and thgete the 
NALU’s past opposition had been basi d the 1 
principally on the ground that earlif*” 
versions made no provision or at befire Two 
only inadequate provision for the 
of life insurance and annuity contract Your b 

The only changes suggested in Mp hire ty 
Schneider’s statement were to strigour forn 
out the discrimination against non-U#Ur Mor 
life companies, a provision that M d then 


Schneider said was evidently includ@eY ¢2™ 
in error, since Rep. Keogh has alread two 1 
asked the finance committee to deley YOUr P 
it. yay to ge 
they have 

= » Picture 

400 Scheduled To Attend = # your 1 
Pan-American Convention fi yur: 


Over 400 producers and their wiv@greemen 
are scheduled to attend Pan-Americ@y insurz 
Life’s national convention when fnce pro 
starts July 21 at the Stanley Hotel fhonth in 
Estes Park, Colo. The business sessidfn additic 
which begins on Friday, will open wifremium 
a selling panel moderated by Bernaignce, the 
S. Lyon, regional agency vice-presiden 

This will be followed by a report ¢ 
Pan-American’s training program | 
Larry C. Miller, director of training 
Paul Light, regional agency vic 
president will moderate when 
newly formed federal agents adviso 
council meets with the directors i 
question and answer panel. Irwin 
Fust, administrative superintendent 
agencies will discuss new develd 
ments. Crawford H. Ellis, preside 
will close the meeting. 










































United States Life Has 


Reduced Premium Plan _ {| Robert 
United States Life has introduced ial, left, 
Modified Three life plan, a partic—t. award 
pating contract with reduced premiul me perso 
For the first three policy years, 75@0st to 
of the full premium rate is payabissn. dur 
Although the full rate becomes payal@’ the 
in the fourth policy year, according #"halen J 
the present dividend scale, Modifi@f the ma 
Three dividends will more than co everal ye 
the premium increase at that time. resident 
The plan also has flexible rider a@°clations 
vantages. Agents will receive full firsptate 1959 
year commissions on the Modifit 
Three fourth year premium increas 
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Detailed Specifications Given 


a for A&S In Buy-Sell Setup 


. D 
ultant qDetailed directions on how to use 
n, D. G&S in buy-and-sell business insur- 
the Lice situations were given the Inter- 
ing fugptional Assn. of A&H Underwriters 

is alg its annual meeting in French Lick, 
ng comprings, Ind., by William Harmelin, 
hpervisor of the Harmelin agency 
in 19# Continental Assurance at New York. 
s contmr. Harmelin recently gave a similar 
1ase anpeech at the annual meeting of New 
a NAlIfork City Life Underwriters Assn. An 
bridged version of the talk follows: 


By WILLIAM HARMELIN 


ets } Suppose you’re in business with 
semen people. If you had the usual 
pe of buy-and-sell agreement, it 
ould be funded by life insurance to 
bver the contingency of death. 

As we have just seen, disability is 
ore likely than death during the life 
the average business. You, your 
partners, and your advisers had fore- 
ght. You added the disability waiver 
premium provision to your life in- 
rance policies. You now become dis- 
. bled. 

pein, After six months no further premi- 
es undd..s will be due on your life insurance 
olicies. Your sweet business asso- 
ates agree to pay you as long as 
at NALPeEY can. They continue to share their 
arnings with you. There is a drop in 
siness after three months. You 
ere the chief outside business getter, 
ind the loss of your services is keenly 


chneide 
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dire Two Replacements 


yntract#! Your business associates are forced 
j in mp hire two replacements to take over 
to strigour former duties. They pay you for 
non-U@ur more weeks (four months now) 
that \ed then they begin to realize that 
includ@ey cannot continue to pay you and 
; alrea@e two replacements indefinitely. 
to deleg Your partners are forced to find a 
yay to get you out of the business, but 
hey have no money. 
’ Picture what would have happened 
id your life insurance agent had ad- 
“ ised and you had added a disability 
ition y-out provision to your buy and sell 
ir Wiv@greement and funded it with disabil- 
\meric@y insurance. If this disability insur- 
when @mce provided an income of $900 a 
Hotel fhonth in case of long-term disability, 
; sessidin addition to the disability waiver of 
pen wifremium on your business life insur- 
Bernaignce, the insurance company pays you 
residen 
eport ¢ 
Sram 
training 
y vice’ 
hen 
adviso 
ors i 
rwin 
ndent 
develo 
reside 

































In Robert D. Smith, Massachusetts Mu- 
luced igual, left, receives the H. E. Whalen 
partice'. award, which is given annually to 
remium“e person who has contributed the 
rs, 75@0st to Dayton Life Underwriters 
payabiessn. during the preceding year. Mak- 
payabgns the presentation is Herbert E. 
rding @Vhalen Jr., Northwestern Mutual, son 
Modifi@t the man who established the award 
in cov@everal years ago. Mr. Smith is a past 
ne. resident of the Dayton and Ohio as- 
ider aeciations and was chairman of the 
111 firsptate 1959 convention. 
Modifie 

ncreas 












$900 a month when you become dis- 
abled. 

How different things would be. 
There is no burden on the business; 
your business associates are great fel- 
lows after all, 


Seven Salient Points 


A buy and sell agreement covering 
the contingency of disability should 
cover seven salient points: 

1. Definition of disability. 

2. Amount of salary during disability 
before buy-out. 

3. When should buy-out be manda- 
tory? 

4. Source of funds. 

5. Number of installments needed 
to effect the buy out. 

6. Disposition of life insurance pol- 
icies on Mr. Healthy and Mr. Dis- 
abled when disability buy out becomes 
effective. 

7. Provision for contingency of 
death during period disability buy out 
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payments being made. 

Let’s look at two different businesses. 
Each had a buy and sell agreement 
which tried to cope with the disabil- 
ity problem. Both agreements have 
been taken from our files. One was 
unsuccessful in solving this problem. 
The other was successful. Let’s look 
at the unsuccessful solution first. (Mr. 
Harmelin here showed slides of sam- 
ple buy and sell agreements. The first 
showed the following:) 

1. Definition of disability: Illness or 
accident.” I defy anyone to tell me 
what this means. 


Amount Of Salary 


2. Amount of salary during disabil- 
ity before buy-out: “Full salary plus 
bonuses for three months. Full salary 
less salary of replacement but not less 
than one-half salary, plus bonuses for 
additional nine months. After 12 
months, 25% of salary plus bonuses 
for one year.” 

3. When should buy-out be manda- 
tory? “Two years.” 

4. Source of funds: “No provisions.” 

5. Number of installments needed 
to effect the buy-out: “No provision.” 

6. Disposition of life insurance pol- 
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icies on Mr. Healthy and Mr. Disabled 
when disability buy-out payments are 
being made: “No provision.” 

7. Provision for contingency of 
death during period disability buy-out 
payments being made: “No provision.” 


Well-Planned Agreement: 


Of course, this agreement is com- 
plete, but it is also very unsatisfac- 
tory. (The buy and sell agreement of 
a foresighted firm was then shown on 
slide.) 

1. Definition of disability: “Said pol- 
icy of accident and sickness insur- 
ance.” 

2. Amount of salary during disability 
before buy-out: “Nine hundred dol- 
lars a month for one year, $800 for 
one year.” 

3. When should buy-out be manda- 
tory? “Two years.” 

4. Source of funds: “Part from dis- 
ability insurance, balance in install- 
ments from earnings and capital. No 
interest payments on installments.” 

5. Number of installments needed to 
effect buy-out: “Maximum of 72 non- 
interest bearing installments.” 

6. Disposition of life insurance pol- 

(CONTINUED ON PAGE 28) 
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For the Territory Comprising the States of 


ILLINOIS — INDIANA — MISSOURI 


APPOINTMENT OF 


GUSTAVE E. GADNESS 
REGIONAL GENERAL MANAGER 


For the past 13 years, Mr. Gadness has been associated 
with large Life and Multiple Line Insurance Companies 
and Agencies and has been highly successful in Personal 
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CHICAGO REGIONAL OFFICE 
134 N. La Salle St., Chicago 2, Ill. 








































OPPORTUNITIES NOW AVAILABLE 


Complete Life facilities including our highly competitive TRIPLE SERVICE PROTECTION and 
our unusual SAVINGS PLAN, plus many other outstanding plans of Life Insurance. 


| 

| EXCELLENT DISABILITY, HOSPITALIZATION, AND ACCIDENT & HEALTH FACILITIES 
| REGULAR GROUP INSURANCE, WHOLESALE, ASSOCIATION AND FRANCHISE 
| 


IF YOU ARE INTERESTED IN A REAL 
GENERAL AGENCY OPPORTUNITY 


For More Information, Contact Our 


REGIONAL GENERAL MANAGER 


PHONE 
NOW 














CALIFORNIA LIFE INSURANCE COMPANY 


134 North La Salle St. 
Suite 1606 


DEarborn 2- 
7030 












FieNATIONAL UNDERWRITER July 11, 1956 


: the aged and aging of the Senate com- The benefits available to most of . 
Picks Government the insured older persons, he said, Leadership Is More 


mittee on labor and public welfare. 


While saying voluntary health in- meet only a small part of their special « 
A&S Coverage Over requirements. The result is that many Than Just A Title: 


surance had been helpful to the over- : 
65 group in acquiring and continuing of those who need numerous services : 
Voluntary Insurance A&S coverage, he added that the ma- during one period of illness or who Roy A. MacDonald i 
If the choice is between letting the jority of senior citizens faced two in- are sick for a longer period of time, Leadership is not something be 
voluntary plans do it, and extending terlocking problems—(a) inability to exhaust their savings as well as their siowed simply by title or authorit) 
OASI, a strong case can be made for obtain initial insurance because of insurance benefits and share the fate put through the confidence of one) 
. financing health services for senior lack of employment, inadequate in- of so many of the uninsured, namely, associates, Roy A. MacDonald, man) 
citizens through the mechanism of come or restrictions on eligibility, and dependence upon public assistance or aging director of LOMA, told the an 
OASI,” Dr. Franz Goldmann, associate (b) inability to maintain even limited charity. nual meeting of Life Insurance | 
professor of medical care, emeritus, insurance because of lack of funds or He said that extension of voluntary stitute of Canada at Winnipeg. 
of the Harvard school of public health, cancellation of contracts for reasons health coverage to a majority of )acDonald’s talk, a summary of th 
toiad the subcommittee on problems of of health or age. (CONTINUED ON PAGE 30) qualifications he thought necessar 
JOHN W, TALBOT, C.L.U., a 1943 graduate of Williams College and a Navy veteran, joined Berkshire Life in 1946 as an Agent for successful management, was title 
in Pittsfield, Massachusetts. After ten highly successful years of personal production, he was named General Agent in the same city. The Business of Management. 

“In business and industry, the in 

creasing complexities of our mode 

economy and the continued growth j 

the size of our corporate enterpri 

have multiplied the demands on e 

ecutives at every level,’ Mr. Ma 

Donald said. “Correspondingly, there 

a greater need for men who can uj 

derstand and administer a managg 

ment responsibility constructively ay 

effectively. In every sizeable corpo 

tion, the selection and development 

executive talent have become priori 

projects.” 


Above Average Not Enough 


Turning to the qualifications fi 
successful management, Mr. MacD 
ald told his audience that managemé 
is such an important factor today th 
its selection cannot be left to senio 
ity, inadvertence, or “some other equs 
ly inappropriate mechanism of choic¢ 

He added that as employes increa 
in number and the problems and pro 
esses of the life insurance busine 
increase in complexity, more effecti 
direction, control, and _ supervisii 
are needed at every level. 

“Above average technical knowled 
or skill, long experience, and a go 
record of ability and accomplishme 
may bring rich rewards, but they 
not necessarily qualify anyone {f 
executive responsibility,” he said. 

One qualification is, he _ sa 
“Work—hard work.” However, he n¢ 
ed that it was entirely different fre 
the usual concept of work, and 
performance was measured differen 
ly. 

“The work of management requi 
a comprehensive understanding 
business and industrial methods, 


(CONTINUED ON PAGE 30) 
PRE-PUBLICATION 
NOTICE 


The concise and practical tax studies liste 
delow will be of considerable interest t 
L 





financial officers, professional consultant 
-d others resoonsible for fiscal policies 9 
IFE INSURANCE COMPANIES. 


Publication date will be approximately 45-6 

days after enactment of the “Life Insurano 

Company Income Tax Act of 1959.” 

TAX PLANNING FOR LIFE INSURANC 
OMPANIES—1959 $25.0 


C 

HOW TO PREPARE THE 1958 LIFE | 
SURANCE INCOME TAX RETURN $20. 
(Significant accounting recommendations wi 


be reflected throughout along with reprodut 
tions of worksheets.) 


FL PROGHAM 


“Mr. Talbot, you certainly radiate a good deal of enthusiasm 


..-for most families in America today. Sooner or later, 
for Berkshire’s organization and training program!” 


every responsible family head must face up squarely to 
his life insurance responsibilities.” : : ‘ ; 
“Why shouldn’t I? Berkshire has helped me write my suc- 

“That's a safe assumption, Mr. Talbot. But how much of — Suey: I don’t wer ~~ naan rt ee 
this inevitable business do you think your agents will get?” career, to express the fullest confidence that today Ber en 
presents the greatest potential for 

personal growth in the industry.” 


dited by JOHN B. REID, JR. 


E 
A 5% discount will be granted on thos 
orde:s accompanied by remittance. 


“They’ll get their full share. As a result of their continuous 

exposure to Berkshire’s modern training program, with 

such special aids as our exclusive ‘Cinematic Learning,’ E R KK tay Hi I RE 
‘every Agent...novice or seasoned man...can realize a 

constant increase in his own efficiency. Add the fact of LIFE INSURANCE ~ co. 
Berkshire’s sound management and its reputation for serv- Life, Accident & Sickness, Pension Plans, Annuities 


ice to policyowners, and you will agree our Berkshire Agent George D. Covell, C.t.U., Agency Vice President fz E- 
has a better chance to close any business he goes after.” PITTSFIELD, MASS. * A MUTUAL COMPANY « 1851 bs HEH 
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P. 0. Box 35461 Dallas 35, Tex 
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AN AMAZING STORY-—?12 M-P" Films 
yee Sell A Billion Dollars Of Insurance! 





* 
IN Our first MOTIVATION-PRESENTATION slide- Before the end of 1959, our first 12 MOTIVATION- 
film in the insurance field was constructed four years PRESENTATION films will have sold over a billion 
lies liste ago. Since then, we have contracted for 21 more, of dollars of insurance. 
7 which 12 are already at work in the field. By now ... we know how to talk insurance. More 
solicies ¢ This first MOTIVATION -PRESENTATION film important, we know how to sell insurance. Inquiries 
sold $25,000,000 in eight months. Our latest release is are invited. When you are in the Chicago area, we 
~ 45-6 expected to sell $250,000,000 per year in excess of will be glad to have you visit our studio while a 
— normal sales. production is in progress. 
SURANC 
$25.0 
LIFE | 


MOTION PICTURES 


2h JOHN COLBURN ASSOCIATES, INC SLIDE FILMS 


ations wi INDUSTRIAL ¢ TELEVISION 
reprodut EDUCATIONAL * RELIGIOUS 


1122 Central Avenue, Wilmette, Illinois 


on thos 







Phones Chicago: BRoadway 3-2310 Wilmette: ALpine 1-8520 
ESS 
5 35, Tex 
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PHILADELPHIA—Life of North 
America has brought out a plan of 
reinsuring life risks that frees both 
the ceding company and the reinsurer 
from a great deal of accounting and 
other detail work previously consid- 
ered necessary in reinsurance setups. 

Called Simplematic Re, the plan 
largely eliminates the need for the 
originating company to supply item- 
by-item information on _ reinsured 
risks while they are on the books. For 
most reinsured policies, the reinsurer 
does not even know what risks it is 
reinsuring until it is time to pay the 
death claim. 


Suitable For All Retentions 


The plan is suitable for reinsuring 
above any retention, large or small. 
Suppose a company wants to reinsure 
all risks in excess of $20,000, for ex- 
ample. It signs an agreement with 
Life of North America to that effect, 
and specifying the top limit. 


Reinsurer Doesn't Want To Know 


‘About Risk Until It's A Claim 


Suppose a home office underwriter 
in the originating company has an 
acceptable applicant for a $50,000 
policy. He merely notes on the record 
card “$30,000 reinsurance required.” 
He does not notify the reinsurer. In 
fact, Life of North America won’t 
know about the case until it becomes 
a death claim. 


Chance For A Look 


If the reinsurance required were 
more than twice the retention, there is 
a slight variation from the above pro- 
cedure. The agreement provides that 
after the case is placed, the papers 
will be forwarded to Life of North 
America. The latter has no right to 
reject the case or take any other 
action, however. The procedure is 
merely to give the insurer a line on 
the type of case that is going through 
where the reinsurance is to be more 
than twice the retention. 


However, when the _ reinsurance 
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weight is given to the standard mor 
tality table. 

In addition, there is an experienceg 
refund that reflects the current year’s . 
claims on reinsured business. 


needed is more than four times the 
retention, the reinsurer has the right 
to reject or rate the reinsurance cover- 
age. This is standard practice in the 
reinsurance business. 7 

At present Life of North America : ) Prude 
has a: limit of $75000- under Saugie- Ge ee ng on 
matic Re but an upward revision is Life of North America considers that o obta 
under consideration. Higher limits are the Simplematic Re plan protects itfhe one 
available under the usual reinsurance better against possible inadvertent ers, Nego 
plans. rors and even the remote chance ofmembe! 

The obvious question of course is, intentional errors on the part of ars Inte 
How does the reinsurance coverage get ceding company than does the yearlypany ar 
paid for? Unlike the usual plans— renewable term basis, for example. Ifment. 7 
yearly renewable term, coinsurance Sometimes happens that a reinsuranc@j5,000 < 
and modified coinsurance—the Simple- ¢laim will be made under the yearl) 
matic Re premium is not the total of renewable term plan without the orig§yichj 
the reinsurance premiums applicable imating company having informed the 
to each risk being reinsured. Instead, Yeinsurer of the existence of the policy Isaac 
the premium is based on a formula 0r having paid a premium on it. ne ° 
that reflects the ceding company’s The reinsurer will normally pay it) ife Ag 
probable reinsured mortality based on Share of such a claim, less the premifofficers 
a standard mortality table such as ums it should have received in theity Mt 
X-18, modified by its current reinsur- Past on the risk—but it has no way o and Al 
ance claims experience. knowing how many other similar ris tiac, sec 

There is a credibility factor based it is failing to collect premiums o 
on the level of claims above the com- Since Simplematic Re does not depen New | 
pany’s retention, so that in figuring © the usual detailed accounting, the Herb 
the premium, the larger this level of Company points out there is less chancé Life, V 
claims, the more weight is given to the Of errors of any type. However, the of New 


company’s own experience and the less big saving that Life of North Americ ; 
pany's p foresees for itself and its clients is iz ... 
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New Business Insurance Tools 


The Lincoln National man is solidly in 


cast. 


men. 


The 


the business insurance market, thanks to 


his new up-to-date Business Security Fore- 


Introduced to LNL’s field management 
people at 5-day regional seminars, the Busi- 
ness Security Forecast material covers 


every kind of business insurance and deals 


the drastic reduction of personnel time hoffel 1 
through elimination of detail work in ” 4 f 
premium accounting and reserve com am o 

putations. 














Computation Takes Time 










Usually a reinsurer wants five 0 
10 years of advance computations 0 
reserves in order not to have to bothe 
with them annually. If these are doné 
by the ceding company, then the 
have to be checked by the reinsurer 
Or they may be done by the rein 
surer and checked by the ceding com: 
pany. Life of North America estimate 
that this may involve 35 to 40 minute 
per policy, while for the high ear 
cash value type of contract the tim 
may run from 1% to two hours. 

Life of North America estimates tha 
only about one out of every 200 rein 
sured risks becomes a claim, conse 
quently both ceding company ani 
reinsurer are spared a vast amount ¢ 
paper work in the 199 cases that don! 
become claims, while even on the on 
case that becomes a claim, the papé 
work is held to a minimum. 

































































Vt. Agents Name Bancroft 

Ernest H. Bancroft, Travelers, Barre) 
was elected president of Vermont Life 
Underwriters Assn. at the annual con 
vention in Vergennes. Other officer 
elected were Homer W. Hurlburt, New 































member 





































with A & S as well as Life situations. York Life, Burlington, vice-president) agers | 
and Thomas K. Egan, John Hancock? White, | 
Lincoln National’s new Business Security Rutland, secretary. sponsibl 
< Speakers at the convention wert % 
Forecast is another reason for our proud Herbert J. Kramer, assistant manage! paign 
. ° ° of public information of Travelers, ant 
claim that LNL is geared to help its field T. W. Cheney, director of Moder 
Woodmen. Banquet speaker was Stan ADMI 
ley C. Collins, member of the fiel 
management division staff of Metropoly | ™. West 
itan Life and former president of | ™ West 
NALU. Rest 
South 
ia East 
LINCOLN N ATION AL LIFE May Now Budget First Premium M. West 
General American Life has inau# | Mm. west 
gurated a procedure which will en | M West 
INSUR ANCE COMP ANY able policyholders to have first as we M. West 
as subsequent premiums for budge | Fast 
policies paid from their salaries. Pred | Fast 
viously the first premium was payable | Ver¥ e' 
' at the time of application or at deg | ugh 
Fort Wayne, Indiana livery of the policy. The new proce goed ey 
; dure calls for all policies issued unde nae 
Its Name Indicates Its Character any one budget franchise to have ¢ 
common date of issue in each month FE 
When a budget policy is approved, INSUR. 
will be assigned the next upcomin 
date of issue. 330 S. W 
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ontract Up, Pru Debit 
gents Still On Job 
Pending Negotiations 


Prudential debit agents are remain- 
ng on the job, despite their failure 
iders that{) obtain a new contract to replace 
rotects ifthe one which expired midnight July 
rtent er-5 Negotiators for the agents, who are 
hance ofmembers of AFL-CIO Insurance Work- 
art of ars International Union, and the com- 
1e yearlypany are attempting to reach an agree- 


xperiencag 
nt year’s 















ample. Ifment. The contract talks involve some 
msurance]5,000 agents in 35 states. 

ie yearly — 

the origiMichigan Managers Elect 





‘med the 
he policy Isaac V. Gage, State Farm Life, has 
it. been elected president of Michigan 
y pay itsLife Agency Management Assn. Other 
e premisofficers are E. H. Meyers Jr., Fidel- 
1 in theity Mutual, Detroit, vice-president, 
> way ogand Alois Vincler, Metropolitan, Pon- 
ilar risketiac, secretary-treasurer. 

ums on rane 

t depenNew Jersey Agents Elect 
ting, thd werbert Von Lolhoffel, Metropolitan 


. onan ite, Vineland, was elected president 



































pee of New Jersey Life Underwriters Assn. 
wr at the annual meeting in the Bankers 
nel timé National Life home office. Mr. Lol- 
weskea hoffel has been executive vice-presi- 
ve con dent of the association during the past 
five of 
tions 0 
> bother 
re doné 
on the 


insurer 
e rein 
1g COM. 
stimate 
minute 
h earl 
1e tim 
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year. He was succeeded in his old 
post by Bradford D. Campbell, Mutual 
of New York, Plainfield. 

Regional vice-presidents elected are 
Hilbrant Joustra, Paul Revere Life, 
Hamburg; Magdalena Priebe, New 
York Life, Fair Haven, and Benjamin 
Scop, New York Life, Lakewood. 

Forrest Reifsneider, Prudential, 
Plainfield, was elected secretary and 
Jay Kaplove, Prudential, West New 
York, was reelected treasurer. 

Bankers Mutual Life of Freeport, 
Ill., has been licensed in Iowa. 





Faulkner To Testify 
For 3 Associations 


On Forand Measure 

WASHINGTON—E. J. Faulkner, 
president of Woodmen Accident & 
Life, will testify on the Forand bill, 
which would provide  service-type 
benefits under social security, at the 
House ways and means committee 
hearing July 16. 

He will appear for American Life 
Convention, Life Insurance Assn., and 
Health Insurance Assn. 
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The following day representatives of 
International Assn. of A&H Under- 
writers and National Assn. of Life Un- 
derwriters are scheduled to be heard. 

Shenandoah Life’s ordinary sales in 
June were $3,647,080, .a record, and 
total sales for the first six months were 
$18,273,947, a 26% increase over the 
same period in 1958. 

Life of North America has been ad- 
mitted by the Defense Department to 
do business in all U. S. military bases 
throughout the world. 
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oft Osborne Bethea, Prudential manager 
at Newark, left, presents 100% GAMC 
Barre’ membership award to Sayre Mac- 
nt Life} Leod, viee-president. Award is given 
al con) to companies having all of their gen- 
fficers eral agents and managers paid-up 
t, NeW) members of General Agents & Man- 
sident} agers Conference of NALU. Jack 
nCcOCcK; White, Los Angeles manager, was re- 
*' sponsible for the recruiting cam- 


® paign. 
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“ee LIFE - EXECUTIVE 

Stan! | ADMINISTRATIVE OPENINGS 
, field $20,000 bal $6,500 








ropoly | M.West Life Actuary $20,000 
nt of M. West Life Agency Director $18,500 

East Life Controller $16,500 

South Life V. P. $15,000 

East Life Training Director $15,000 
im M. West Advertising Mer. $13,500 
nau: M. West Life Undwr. Mer. $ 9,000 
[1 en | M West Life-Ex. Asst. $ 9,000 
S we M. West Life Accountant $ 9,000 
yudge' East Jr. Methods Asst. $ 7,500 
Pre East Life Jr. Underwriter $ 6,500 
yabl Very extensive selection positions available 


throughout the country for men with two 
years and up Life - A&S experience. 

A postal card will bring ‘‘'HOW WE 
OPERATE”. No obligation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
HArrison 7-9040 






— 


Mail this coupon today. 
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“Booster Shot” for New and Existing Hospital Policies 


ADDITIONAL HOSPITAL 


BENEFIT RIDER 
Non-Can to Age 65 by 


Substantially increases benefits for 


@ Hospital room and board 
@ Hospital services and supplies 
@ Maternity benefits* 


Features 


@ Surgical and in-hospital physicians’ calls expenses 


STATE MUTUAL OF AMERICA 


Extends the coverage provided by the basic State Mutual 
Family or Individual Hospital Policy and protects the 
policyholder against the high costs of prolonged disability. 












@ May be added to existing State Mutual Family or 


Individual Hospital Policies 
@ Premium same for all ages 


@ One premium for family, regardless of size 


@ Non-medical 
@ Co-Insurance, 80% — 20% 
@ Issue ages — 18 to 60 birthdate 


“Available only on Family Hospital Policies 


STATE MUTUAL LIFE ASSURANCE COMPANY OF AMERICA 


WORCESTER 5, MASSACHUSETTS 


Please send me information on your new 
Additional Hospital Benefit Rider 


rT also need information on the basic Hos- 
pital plan to which this Rider can be attached 

















330 S. Wells Chicago 6, Illinois 














Street 


City 


- oaee 








Zone. 


State. 





STATE MUTUAL LIFE ASSURANCE COMPANY OF AMERICA 





Worcester, Massachusetts 
iss cesta ome i ese scum Canes cl co aS cll Ss Sli ein eb er ele sae Sk cst Ces susie UNG eal elas oT ll EIT eles en cis cae 
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Three Home Life Of N. Y. 
Agencies Honored 


Three Home Life of New York agen- 


at Boston, Lester Horton at Newark 
and James S. G. Davenport at the 
Tidewater agency. 

On hand from the office 


home on 


cies—Boston, Newark and the Tide- each occasion were Mr. Worthington 
water area of Virginia—have been and John H. Evans, vice-president, 
honored for outstanding performance sales. Also present at one or more of 


during the four-month period ending the events were John E. Crane, fi- 


May 1, the official beginning of Home nancial vice-president; Allan B. Dor- 
Life’s 100th year in business. an, assistant vice-president; Charles 
Awards commemorating the agen- A. Murphy, manager of agencies; 


William W. Stewart Jr., manager of 
agencies, and Charles A. Turner, as- 
sistant t» the president, public rela- 
tions. 


cies’ accomplishments were presented 
to managers by William P. Worthing- 
ton, president, at ceremonies in each 
agency city. Paul F. Saint is manager 
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Northeast Pa. Blue Cross 
Gets 34% Rate Increase 


Commissioner Smith of Pennsylvania 
has approved a 34.7% average rate 
increase for Hospital Service Associa- 
tion of Northeastern Pennsylvania 
(Blue Cross), serving the Scranton- 
Wilkes-Barre area. The boost is ef- 
fective Aug. 1. 

As in the rate increases granted 
Blue Cross units in Philadelphia, Pitts- 
burgh and Harrisburg recently, the 
commissioner allowed the _ entire 
amount asked. 





It’s part of living to provide for emergencies... 
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Life Insurance for Living gets you 


over the rough spots! 


You’re better prepared for whatever the future holds 
when you have a sound life insurance program. 
Whether you meet with an unforeseen emergency or 
come face to face with some big opportunity, the nest 
egg you build up in your life insurance can come in 
mighty handy. And with N/W National’s Life In- 
surance for Living that cash fund mounts up fast. 
The /iving benefits of life insurance can play a big 
part in your future financial success. Remember, the 
same insurance that protects your family in the grow- 
ing-up years is a source of ready cash for cushioning 


misfortunes, taking advantage of opportunities. And 
in your later years this same accumulated fund can 
make your retirement enjoyable. 

Let your N/W National agent tell you more about 
the advantages of Life Insurance for Living! 


N/W NATIONAL 


ife Insurance for Living 


NORTHWESTERN NATIONAL LIFE INSURANCE COMPANY, MINNEAPOLIS, MINN. © 1959 


A N/V National advertisement appearing in Newsweek and in leading metropolitan newspapers 
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During the first five months ofPfec 
1959, the northeastern Blue Cross 

group testified at hearings, it los Ac 
$667,000 in its operations. n 
Commissioner Smith, in approving Precon 


the petition for a rate rise, said he sed ext 
had no other choice if the financial : 
ee : ield, is 
stability of the Blue Cross unit were &S bu 
to be salvaged. ector 
- ay earch & 
Railroad Seeks Federal opping 
Backing For Large Loan ek 
From Eight Life Companies [ick spr 


Eight life companies have agreed topelow, ™ 
grant a $40 million capital improve- teps to 
ment loan to New York Central Rail-#ffective 
road, which in turn has asked the In-Jnan A& 
terstate Commerce Commission for a By | 
federal guarantee of the loan. New York 
Central said that it has been unable to} A LIA 
negotiate the loan under conditions itgyrnover 
considered equitable without a govern-fojligent 
ment guarantee. raining | 

The life companies and each one’s Note t 
share of the loan are Equitable So- prganizec 
ciety, $10 million; Aetna Life, John} ask : 
Hancock, Mutual Benefit Life, Phoenix 










of three electronically controlled freight 
yards and nine traffic-control projects. 
The eight life companies agreed to ad- 


years at 5% interest. 


Nw Mutual Agents’ Group 
To Hold Annual July 20 


Assn. of Agents of Northwesterngng he e 
Mutual Life will hold its annual con-§ign his 
vention at Milwaukee, July. 20-22. Thejram of 
meeting is unique in thaggit is plannedfoek the 
by and for company agents, who pay§; 
their own way and expenses. 

During the convention, individual 
meetings of the special,* digtrict and 
general agents’ associations gwill meet. 
There will be a breakfast ference 
for members of the Halt inane 
Over Club, and a post-gradtiate clinic 
for CLUs will be conducted after the 
meeting. Se i 

The agents will be addressed by: out- 
standing agents and company officers, 
including Chairman Edmund Fitzger- 
ald, President Donald C. Slichter, and 
Robert E. Templin, director of agen- 
cies. 
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soul-sear 
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A&S inst 
my famil: 
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Western Michigan Aé&S Men ff with 


Elect Stratton President Plies | 
Phillip W. Stratton, Lincoln National 9, urance 
Life, has been elected president of ine of wc 
Western Michigan Assn. of A&H Un- “Will ] 
derwriters at Grand Rapids. Other§, gency at 
officers are George Yankovich, Yanko- 
vich Insurance Service; vice-president; An Agent 
David Ludy, Mutual Benefit H.&A.,7 The ca 
secretary, and Bernard Bengelink, Oc-he mom 
cidental Life of California, treasurer. anager 
Ey ated du 
Changes Female Rates pnd fina 
Jefferson Standard Life is issuing@vhen he 
its whole life paid-up at age 85 pre-@hat care 
ferred risk plan to women at rates gaunched. 
lower than for men. In addition, rates &lmost al 
for policies of this plan issued in {imbrella 
amounts of $25,000 are reduced Wision. 
75 cents per $1,000. The minimum § Undoul 
policy for both men and women is fthe seve 
$10,000. ethods. 
— aWare of 
New Policy For U. S. Life ame ou 
United States Life has introduced a #ract trai 
participating modified paid-up at age It was 
95 policy with premiums during the #ecruit is 
f rst three years 75% of those charged eels he 
the fourth year and thereafter. Mini- @nancial 
mum policy issued is $10,000. e is do 
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nths ofPrecontract Training Just As Important eg pie ag gan Age 
* ‘in A&S Business As In Life: Quarto are still on their old jobs. They can 


PPrOVINg) precontract training, which is being 
said he) ed extensively in the life insurance 
ield, is every bit as important to the 
&S business, Pasquale A. Quarto, 
irector of training research of Re- 





financial 
1it were 








earch & Review Service, told a room 








l opping session on agent training at 
1 he annual meeting of International 

s Assn. of A&H Underwriters in French 
nies ick Springs, Ind. In his talk, digested 





sreed topelow, Mr. Quarto gives some of the 
nprove.gteps to be taken in formulating an 
al Rail-effective precontract training program 
the In.§n an A&S agency. 

n for a 

w York By PASQUALE A. QUARTO 
1able tof A LIAMA study shows that agent 
tions itfyrnover is reduced whenever an in- 
sovern-gelligent and organized precontract 
raining program is followed. 

h one’s) Note those two words—intelligent, 
le So-prganized. 

Ask anyone who has carefully 
hought out the question: “When is a 















When is such a program organized? 
hen it formulates definite steps 
‘ “which must be followed if the objec- 
in l5§ive sought is to be obtained. 


recontract Training Period 


up The precontract training period be- 

) ins the moment you turn up a poten- 
ial recruit. It ends the moment you 

esterNind he either part company or jointly 

1 con-Rign his agent’s contract. Your pro- 

2. Thegram of action, whatever it is, will 

lanned§eek the answers to such vital ques- 

10 Pay Hions as: 

—“Can this man succeed as an 

gent?” 

—‘If so, can he fit into my organi- 

‘Wation?” 

—“If so, can I persuade him to join 

y agency?” 

Also, during this time the potential 

recruit will be going through some 

oul-searching to arrive at the an- 


pou wers to some questions of his own, 
gerd buch as: 

aa —‘Can I earn enough money selling 
’ 


A&S insurance to support myself and 

my family?” 

—“Can I take the strain of com- 
ission selling or would I be better 

Men pif with a job that pays a steady sal- 

ary?” 

“Will I be as happy selling A&S 


agen- 





— nsurance as I would in some other 
ce ine of work?” 

; “Will I be happy representing this 
Other & gency and this com ale 

anko- aid 

ident; #in Agent Is Born 

A.) The career of an A&S agent is born 


he moment he catches the eye of a 
anager or general agent. It is incu- 
ated during the negotiation period, 
: pnd finally springs forth full-blown 
suing #vhen he signs his contract. Whether 
pre-@hat career lives or dies after it is 
ratesdaunched, depends on many things, 
rates plmost all of which fit under the wide 
d infimbrella we call training and super- 
juced Wision. 
mum § Undoubtedly you are familiar with 
n is#the several well known recruiting 
ethods. However, are you equally 
AWare of the important discovery that 
ame out of the studies of precon- 
ed aftact training programs? 
_age§ It was found that the best type of 
the #ecruit is a man who is employed, but 
rged eels he has little opportunity for 
Nini- inancial or other growth where he is. 
€ is doing a top quality job but is 








“ mak hei isi i 
unhappy. He has a “posture of suc- free peels lamina —_ 
cess,” but for the moment is stymied < vee 
by circumstances beyond his control. Once you and a prospective agent 

Such men have been inducted in the are ageed that he should come into 


past. Unfortunately, sometimes, after bes business and into FORE SENET 
they have severed all ties with their ‘®€"» and only then, is it recommended 


former employers and have tried sell- that you also agree on a definite date 


ing A&S insurance, they have found [°F him to quit his job. 


that it was not very much to their Having discovered a stymied man 
liking. Therefore, they have quit, dis- with a success posture, you must in- 





1] 


career selling A&S insurance can offer 
him. Then, after he has listened to 
you, give him an opportunity to ask 
you specific questions about how your 
company and your agency handle your 
business. 


Sell Precontract Program 


Particularly sell him on entering a 
precontract training program. Show 
him how beneficial it will be for him 
to participate in it to determine whe- 
ther or not he has the makings of a 
successful A&S underwriter before he 


illusioned and bitter. Precontract duce him to listen to the potential (CONTINUED ON PAGE 31) 
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Take Advantage Of 
Client’s Obsolete 
A&S Plan: Horman 


Although he says that there isn’t an 
A&S client who has a fully adequate 
program of coverage, S. L. Horman, 
vice-president of Time of Milwaukee, 
adds that this fact can be turned to the 
A&S agent’s advantage. In his speech, 
condensed below, at the Leading Pro- 
ducers Round Table breakfast at the 
anpual convention of International 
Assn. of A&H Underwriters in French 
Lick Springs, Ind., Mr. Horman out- 
lines the merchandising potential of 
this, as he calls it, “obsolescence with- 
out design.” 


By S. L. HORMAN 


The terms obsolete or obsolescent 
might sound somewhat negative in the 
vernacular of a salesman, but actually 
the application of things obsolescent 
has a most significant bearing on our 
economy. 

Replacing the old with the new is as 
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old as the business of selling but it has 
not always been easy to motivate the 
proper desire on the part of the public. 
In order to achieve this objective, in- 
dustry has to develop a program of 
planned obsolescence—in other words 
a product manufactured today is put 
on the market with a planned program 
of making that commodity obsolete to- 
morrow. 

A planned program of making a 
commodity or service obsolete is 
costly one. It calls for designers, engi- 
neers, changes in tools and dies, pat- 
ents and patent rights, intensified pro- 
motion and many other costly and in- 
volved activities. This program enters 
into every field of selling, whether it 
be home appliances, farm machinery, 
wearing apparel, automobiles, homes 
or foods. 


Inadequate Coverage 


Now, let us make a comparison be- 
tween our field of selling and that of 
any other industry. From the very be- 
ginning, we have had “obsolescence 
without design.” There hasn’t been a 
time in the experience of any of us 
when we have given our clients ade- 


‘*‘Samuel de 
Champ lain,”’’ 
or rather a sym- 
bolic re-creation 
of the famous ex- 
Plorer of the 
northeast, receives 
an honorary mem- 
bership in Ver- 
mont Life Under- 
writers Assn. at 
the annualcon- 
vention in Ver- 
gennes. The de 
Champlain 
character is part of 
the 350th Cham- 
plain anniversary 
festival being cele- 
brated by upper 


New York state and Vermont. F. Ray Keyser Jr., speaker of the Vermont house 
of representatives, makes the presentation. 
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ASSURE TEA OF LIFE EADERARETERS. 


ha) 








quate protection. There hasn’t been a 
time but what the program we sold 
was obsolete before we left the client’s 
home or office. 

Our expanding economy, public 
awareness and acceptance of our prod- 
uct and new facets of coverages auto- 
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BUSINESS OVERHEAD EXPENSE COVERAGE 


on a Non-Cancellable Guaranteed Renewable basis. 


Coverage and premium are both guaranteed to age 65. 


Prospects are everywhere because the coverage is 
designed not only for professional men but for all 
situations where business overhead is a problem when 


disability occurs. 


BROKERAGE BUSINESS 


PROVIDENT LIFE © ACCIDENT © SICKNESS 


LIFE AND ACCIDENT 


CH AT TAN OO G A 














The sales brochure really sells the coverage. 


INVITED 


HOSPITAL ® SURGICAL e MEDICAL 


at 





matically created that situation—with, 
out any effort, creative thinking or 
cost to us. We have been and are the 


most fortunate people in the field “f : 


selling, and if we will just take advan. 
tage of the natural merchandising po- 
tential that is already available, with. 
out any effort or imagination veenie 
on our part, we could all double o 
production and volume. 
(Mr. Horman then outlined some of 
the ways to take advantage of this 
natural merchandising potential.) 


Policyholder Service 


—Service calls on present policy- 
holders: We have few, if any, policy- 
holders on the books whose program: 
are up to date, either in scope or i 
benefits. Many of us have policyhold 
ers on whom we haven’t called in 10 0 
15 years. This, in itself, is a sad com- 
mentary on our industry. Our old pol- 
icyholders need increased disability 
benefits, up-grading of hospital bene- 
fits and at least a chance to buy major 
medical. 

—Key-man disability: With all the 
advantages of this approach wé 
haven’t even scratched the surface 
Tax-free benefits combined with em, 
ployer-paid premiums as a_ business 
expense can still be considered a mod- 
ern-day miracle. 

—Major medical: The public _ is 
ahead of us in this field. Acceptancé 
of deductibles and co-insurance by 
the average citizen is more readily ac- 
cepted and appreciated than it is by 
Many agents. 

—Coverage combinations: Combiné 
key-man disability with major medi- 
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John L. McCrea, vice-president o 
John Hancock, right, accepts a cita- 
tion acknowledging his company’ 
sponsorship of a Boston Pops Orches 
tra Esplanade concert from Arthu 
Fiedler, who is celebrating his 3ls/ 
year as conductor. The Esplanat 
concert series is held annually in Bos 
ton and runs for two weeks. Thi 
is the second year that John Hancock 
has sponsored one. 
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| cal. Suggest non-occupational cover- 


ages to tie in with workmen’s compen- 
sation or combine occupational cover- 
age with non-occupational. 

—Emphasize elimination periods: If 
we are going to attain the proper dis- 
tribution of disability income, the 
principle of elimination periods has to 
prevail. 

—OASDI: Use this approach. It is 
natural for package selling, even if we 
do not agree with the principle of dis- 
ability benefits being provided under 
the social security act. 

The simple story of health insurance 
is as beautiful as it is practical. Today, 
more than at any time in the past, 
people need income, continued income, 
and that is the simple story of health 
insurance. Sometimes we forget it, but 
our real job is nothing more than to 
provide people with the most essential 
commodity of our economy—money— 
money when they need it most. 

We also sometimes forget that we 
are performing a service to the people 
in our own community every time we 
put a health insurance policy on the 
books. It is the only practical way to- 
day that the economy of a family unit 
can be maintained; it is the only way 
that individual earning capacity can 
be extended into the uncertain future. 
We, and we alone, have the answer. 
There is no other. We should resolve 
that obsolescence without design has 
helped us in the past, but that our fu- 
ture look should be one of up-to-date 
merchandising by design. 


New Ia. Life Insurer 

Investors Life of Iowa, a wholly- 
owned subsidiary of Life Investors of 
Iowa, has been chartered. Announce- 
ment has been made that $1 million 
has been paid into the new life com- 
pany with $500,000 in escrow with 
the state insurance department. 

The new company will have its 
home office at Cedar Rapids. 

Life Investors was organized in 
January with the specific purpose of 
establishing a life company. Life In- 
vestors is still selling stock to Iowans 
at $2.50 a share. 


Four Aetna Life General Agencies 
Are Winners In Sales Campaign 


Four Aetna Life general agencies 
have won regional honors in the an- 


' nual Early Bird sales campaign. Win- 


ning agencies were Carson & Associ- 
ates, Toledo; Craig, Los Angeles; 
Sechtman, New York, and Maddox, 
Atlanta. Regional individual leaders 
were Harold Sussman, New York; 
Howard N. Reilly, Toledo; Milton War- 
ren, Denver, and A. Warren Smith, 
Buffalo. 


N.Y.C. Group Supervisors Elect 

William W. Mauke, regional group 
manager of Guardian Life, has been 
elected president of New York City 
Group Supervisors Assn. Other officers 
elected are Carlos L. Maher, Indem- 
nity of North America, vice-president; 
Edward V. Atnally, New York Life, 
vice-president, and Daniel Collins, 
Columbian National Life, secretary- 
treasurer. 


Fort Wayne Agents Install Guion 

Leroy H. Guion, Equitable Society, 
has been installed as president of Fort 
Wayne Life Underwriters Assn. Other 
new officers are Frank Schauer, John 
Hancock, and Donald Williamson, 
Brotherhood Mutual, vice-presidents; 
Daniel Beerman, Lincoln National, 
secretary, and James Schaab, Equi- 
table Society, treasurer. 
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Kilgour To Address 
NALU Annual Meeting 


David E. Kilgour, president of Great- 
West Life and list vice-president of 
Canadian Life In- 
surance Officers 
Assn., will be the 
final speaker at the 
Thursday general 
session of NALU’s 
annual convention 
in Philadelphia, 
Sept. 20-25. 

Mr. Kilgour’s 
speeches and arti- 
cles on the dangers 
of inflation include 
an address to the f : 
Life Insurance Ad- David E. Kilgour 
vertisers Assn. last fall, a widely quoted 
article in the January 1959 issue of 
Life Association News, and a brief 
presented to the Canadian senate’s 
committee on finance in conjunction 
with a presentation by the Canadian 
officers association. 

He has been with Great-West since 
1933, and is the first president of the 
company to reach his post through the 
ranks. 





Two ALC Seminars Will 
Study New Life Tax Law 


The life insurance company tax act 
will be studied at two identical sem- 
inars conducted by American Life 
Convention Aug. 3-4 and Aug. 5-6 at 
the Sheraton-Blackstone Hotel, Chi- 
cago. 

The purpose will be to discuss prob- 
lems incident to preparation of in- 
come tax returns and to scrutinize 
changes in accounting and valuation 
bases made necessary by the law. Al- 
fred N. Guertin, ALC actuary, will 
moderate the sessions. Attendance 
will be limited to two persons from 
each member company. 


Hill Heads HIA Group Unit 


Charles G. Hill, vice-president of 
Massachusets Mutual, has been named 
chairman of the group insurance com- 
mittee of Health Insurance Assn. Mr. 
Hill heads the group department at 
Massachusetts Mutual. 

He said the committee recently met 
in New York to consider and approve 
a subcommittee report on health cov- 
erage for federal employes and to 
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discuss administration-sponsored re- 
visions of the federal welfare and pen- 
sion plan disclosure act. 

The committee has scheduled its 
next meeting for Sept. 16 in Chicago. 


Oakland Agents Elect Peek 

Thomas Peek, Prudential, has been 
elected president of Oakland-East Bay 
Life Underwriters Assn. Other officers 
are H. Roger Willis, Northwestern Mu- 
tual, and Cortland Morris, State Farm 
Life, vice-presidents, and W. Edwin 
Hobson, Paul Revere Life, secretary- 
treasurer. 


Midwest Life Reduces Some Rates 

Midwest Life of Nebraska, has re- 
duced rates on its new $5,000 mini- 
mum “Executive Special” 20 payment 
life. It has also raised the minimum to 
$10,000 on its “Utility term” (5 year 
renewable and convertible term) and 
reduced the rates. 


Royal Neighbors Raises Age Limits 

Royal Neighbors has begun issuing 
ordinary life to persons ages 61 through 
65 in states in which this is permitted 
by law. 
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SICKNESS & ACCIDENT PROTECTION 


You'll enfoy “THE TWENTIETH CENTURY,” Sundays, CBS-TV 


Riri, 
Tana, 


And among the earliest of these insurance pioneers was 
Prudential. Established in 1875, it has consistently been in the 
insurance forefront; constantly developing new programs; con- 
tinually striving to meet all the insurance needs of the people. 

This forward-looking attitude has made Prudential synony- 
mous with “insurance”. And this public acceptance of Prudential 
has made all our efforts worthwhile. 





GROUP INSURANCE 


The pioneers had no insurance—but insurance had pioneers 
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The Prudential 


INSURANCE COMPANY OF AMERICA 


GROUP PENSIONS. 
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Aetna Regionnaires 
Fegin 1959 Meetings 


The 3lst annual round of meetings of 
Actna Life’s leading producers, the 
Corps of Regionnaires, got under way 
at Whitefield, N. H. Some 500 agents 
qualified for this first of three region- 
als. 

Honors at this meeting went to Er- 
hardt G. Schmitt, New Haven, and Er- 
nest L. McCutcheon, Hartford, who 
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o. the 31 years the meetings have been 
held. 

Speaker at the conference was Davis 
W. Gregg, president of American Col- 
lege, who discussed life insurance as an 
investment during times of inflation. 

Frederic E. Dill, Hartford, said that 
the first requisite of client building is 
belief in the product and sincerity of 
presentation. Rudolph C. Larson, secre- 
tary, A&S department, outlined the 
progress of the company’s salary budg- 
et income protection plan and de- 
scribed other developments in Aetna’s 


A&S program. 

An introduction to large groups of 
prospects is made easier by the salary 
budget plan, H. Dudley Cotten, super- 
visor of pension trust sales, said, be- 
cause the agent is usually introduced 
to workers by their employer. 

Jack L. Schaffer, New York, dis- 
cussed business insurance and Karl W. 
Punzak, manager of advanced under- 
writing sales, outlined the uses of fact- 
finding to the agent. 

Robert B. Coolidge, senior vice- 
president, gave the closing address. 


a 
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Lounsbury Heads 
ALC Nominators 


American Life Convention has sele 
ted Ralph R. Lounsbury, Bankers Na 
tional, as chairman of the nominating) 
committee which will choose a = 


for president and five executive com.) 
mittee positions at the annual meeting) 
at Chicago in October. : 

Other members of the nominating 
committee are R. B. Richardson, West-) 
ern Life of Montana; Frank P. Sam-j 


qualified as Regionnaires for every one 
ford, Liberty National; Dennis N 


Warters, Bankers Life of Iowa, and 
Cecil Woods, Volunteer State Life. 


Nw Natl. Ordinary Sales 
Up In June, First Half 


Ordinary sales of Northwestern Na- 
tional in June totaled $21,035,000, an 
increase of 29% over June, 1958. Firs 
half ordinary business of $103,051,00() 
was 15%% ahead of the first six 
months of last year. 





LIFE: 


NON-PARTICIPATING 
PARTICIPATING 


~ Who 








STANDARD oe 
. SUB-STANDARD Two GAMAs Formed 
Two local managers’ associations 
ORDINARY have joined General Agents & Man.- 
Conference of NALU, one at 


agers 
Binghamton, N.Y., and the other at 
Salisbury, Md. ; 
Officers elected at Binghamton are 
William C. Vought, Columbian Na- 
tional, president; Art Freeh, Pruden- 
tial, vice-president; Richard Keck, 
Metropolitan Life, secretary, and John 
Gokey, Security Mutual of New York, 
treasurer. Salisbury officers are S. 
Sprigg Blandford, Continental Amer- 
ican, president and L. W. Gillis, Home 
Beneficial Life, secretary-treasurer. 






SPECIAL 






ACCIDENT AND SICKNESS: 


DISABILITY INCOME 


GUARANTEED RENEWABLE 
HOSPITALIZATION 


INO) NEGP-\n (Gl dae-\-10 NGLGD antl 
folate MEN TIGL. NI atstS) 


MAJOR MEDICAL 


ATA 
About 






Lansing Agents Pick Kies 

Jerry H. Kies, Penn Mutual, has 
been elected president of Lansing 
(Mich.) Life Underwriters Assn., suc- 
ceeding Fred Colwell, New York Life. 






a GROUP: Also elected are Charles B. Dibble, 
Dominion Life, and Ronald T. Steven- 
5 PURE GROUP son, New England Life, vice-president, 
and Alfred E. Youmans, Manufac- 
SMALL GROUP turers Life, secretary-treasurer. 
FRANCHISE The directors of Coastal States Life 






have approved a 1214%4% stock dividend 
for a stockholders vote July 7. The 
one-for-eight stock dividend will re- 
sult in the distribution of 69,152 shares 
of stock. 





PENSION TRUST 


GUARANTEED ISSUE 
INSURED INSURABILITY 
COMPLETE REINSURANCE SERVICES 


VI 


Teday is a good time 







to investigate the exclusive 


BROKERAGE OPPORTUNITY 


with the GO Company 







(olalicla ae tohv Ze] aome eam Leolelel lay 












Assistant Vice President and Director of Brokerage 
REPUBLIC NATIONAL LIFE 
Srsuuance Company 


DALLAS, TEXAS 


NOW IN 4O STATES, DISTRICT OF COLUMBIA, HAWAII, 
AND PUERTO RICO. 


Howard C. Reeder, left, president 
Continental Assurance, presents to 
David A. Carr, head of David A. Cart 
agency, New York, a certificate of 
achievement marking the agency’s at- 
tainment of $100 million of ordinary 
in force. Robert B. Hamor, vice-presi- 
dent and director of agencies of Con- 
tinental Assurance, is in the center. 

Mr. Carr started his agency in 1948 
from scratch. He has been the top 
general agent of Continental Assur- 
ance for the past three years. 










you can easily check for yourself 





11, 1959) 


ds | 
is | 


las selec.) 
kers Na-) 
inating: 
> a slate 
ive com- 
meeting) 


minating 
mn, West- 
P. Sam- 
nnis N 
wa, and 
Life. 


CS 


tern Na- 
5,000, an 
58. First 
13,051,000 
first six 


ociations 
& Man.- 
one atj 
other at 


nton are 
ian Na- 
Pruden- 
1 Keck 
ind John 
w York, 
are § 
1 Amer- 
is, Home 
asurer. 


ual, had 
Lansing 
sn., suc- 
rk Life 
Dibble, 
Steven- 
resident, 
fanufac- 





ates Life 
dividend 
7. The 
will re- 
2 shares 











resident 
ents to 
A. Cart 
cate of 
cy’s at- 
rdinary 
e-presi- 
of Con- 
center. 
in 1948 
the top 
Assur- 





ANNOUNCING NEW ENGLAND LIFE’'S 


NEW CONTRACT 


-» - AND WHY IT IS CALLED THE 


“BETTER LIFE” POLICY 


For some time, New England Life policyholders 
have benefited from various privileges and allowances 
beyond those set forth in our contract. Many of these 
liberal practices as well as new provisions are incor- 
porated into the new edition of the New England Life 
contract being announced this month. 

Because our promise of “‘a better life for you”’ has 
been widely advertised . . . and because the new 
contract offers what we believe to be the finest com- 


bination of guaranteed benefits at any price, we 


have christened it the ‘Better Life” policy. 


IMPORTANT NEW PROVISIONS WILL 
SERVE PRESENT POLICYHOLDERS 


— All New England Life policies which have the 


accidental death benefit will qualify for the new, 


additional indemnity provision. 


— Payments made for coverage beyond the month of 


death will be refunded on all policies. 


— The same unusually generous opportunities to 
reinstate extended insurance under the new contract 


will be given all our insureds. 


NEW ENGLAND MUTUAL LIFE INSURANCE COMPANY 





a 











Added color, redesigned format and refreshing, 
inviting appearance reflect the living aspects of 
this life insurance. Capsule guides to each provi- 
sion make for speedier understanding. And every 


effort has been made to simplify the language. 


FIRST MUTUAL LIFE INSURANCE COMPANY CHARTERED IN AMERIGA — 1835 
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TURN PAGE FOR PREVIEW of the first national ad of its kind ever run 


. -. an ad that calls the public’s attention to the many things involved in purchasing 


life insurance . . . an ad that raises questions best answered by the agent. 











If you buy life insurance which 
can provide good answers to all 


these questions, its probably a 
New England Life policy 














When you buy life insurance you can’t predict what the conditions will : 
be in your future or your family’s future. Consequently, the provisions in 
your life insurance policy should be numerous enough and generous enough 
to meet a great many possible situations. 

The help you may need in the unpredictable future may come from any 
one of a score or more of important, guaranteed benefits you can get in the 
New England Life contract. Provisions in the form of “riders” attached to 


your basic policy may be of further help to you in achieving your objectives. 


It is important, then, to know what you are getting when you buy life 





insurance. We raise these questions to give you an idea of what is involved. 






NEW ENGLAND MUTUAL LIFE INSURANCE COMPANY, BOSTON, MASS. 


The company that founded mutual life insurance in America « 1835 a 











How generous are the provisions if you want to 
change your policy from an “ordinary” life to a 
retirement plan, or vice versa? 


Will you have the widest choice of ways by which 
money in your policy can be paid to you? ... the wid- 
est choice of ages at which you can retire? .. . and will 
you continue to share in the company’s earnings? 


Is the company currently paying a lot more than the 
guaranteed interest rate on funds left on deposit? 


Will you be able to use dividends to pay up your 
policy ahead of time? 


Can you use dividends to increase the amount of in- 
come you'll get from the policy or the amount your 
beneficiary will get? 


Will the net cost per $1000 of your insurance be 
lower if you buy $5000 or more? 


Can you arrange for automatic loans to pay your pre- 
miums? 


If you don’t keep up your premium payments, can 
you still maintain some insurance? Even after the 
“grace” period has expired, will you have oppor- 
tunities to pick up where you left off regardless of 
physical condition? 


Will payment for coverage beyond the month of death 
be refunded? 


If you want to pay premiums semi-annually, quar- 
terly, or monthly, how favorable are the terms? 


Is the cash value of your policy available at any 
time? 


Does your company offer an unusual number of ways 
of adding extra protection to the basic policy you buy? 
How does the cost of such “riders” compare? Can you 
more than double your coverage at exceedingly low 
cost? 


Can you add protection on the members of your 
family to your own new policy? 


Will you be able to add term or permanent insurance 
to your policy automatically with your dividends? 


Will the provision guaranteeing an additional pay- 


ment in case of accidental death be in effect after age 


65? . . and will still another extra payment be made 
if death results from a passenger accident in a com- 
mercial plane, train or bus? 


Can a young man get a policy rider which allows him 
to buy more insurance in the future without medical 


_ examination and regardless of physical condition? 


~ 


Do women qualify for lower rates? 





Buying life insurance is not a do-it-yourself job. You will need the 


competent and trustworthy help you will get from a New England Life 
representative. He’s a specialist in fitting life insurance to your personal 


needs and has the advantage of working with the “Better Life” policy. 


The New England Life contract 
offers the finest combination of 
suaranteed benefits at any price 


A BETTER LIFE FOR YOU 
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New England Life Improves Policies 


(CONTINUED FROM PAGE 2) 


any country.” 

The accidental death benefit is 
doubled “if such proof shows that said 
injury was sustained while the injured 
was a fare-paying passenger in or 
upon a public conveyance operated by 
a common carrier for passenger serv- 
ice.” This includes fare-paying passen- 
gers on regular airlines. 

Policyholders who have family in- 
come and mortgage riders with 20 or 





This reproduction is one in a series of eleven original oil paintings 
by Walter Haskell Hinton which portray little-known events in the life 
of our Country’s first president, George Washington. 

A booklet containing full-color reproductions of all eleven 
paintings is available upon request. In addition, we hope you will 


visit us and view the original paintings which hang in our 


Home Office gallery. 


25-year premium-paying periods in 
their contracts will get a reduction in 
the number of any future premiums 
due. 

The cash surrender value of a policy 
will be available at any time and will be 
the value of the policy at the end of the 
period to which the premium has been 
paid. No dividend will be payable on 
such a policy surrendered before the 
dividend due date. 


Conversion of an individual life pol- 
icy will be easier. If the policy has been 
in effect for 10 years and if the insured 
may mature the policy as an endow- 
ment or make it paid up, by paying an 
increased premium for the next 10 
years. 

Some of the additional benefits which 
apply to new policyholders are these: 

The purchase option attachable to a 
basic policy of at least $5,000 at the 
time of issue provides that, at each 
option date, a new policy may be pur- 
chased on the life of the insured with- 





ashivigton ational 


INSURANCE COMPANY 
EVANSTON, ILLINOIS 


LIFE 
ACCIDENT ¢ SICKNESS 
GROUP MEDICAL 
HOSPITAL ¢ SURGICAL 


Upon the death of his father, George 
Washington inherited a considerable 
amount of land including Ferry 

Farm which lay close to the 
Rappahannock River in Virginia. 

To supplement the income of 

his inheritance which was mostly 
land, he sometimes operated 

the ferry across the river to 
Fredericksburg. 





Running 
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out any evidence of insurability. Tygtewar 

new policy can be any life, endowmen 

or retirement income policy being iqagents 

sued by the company on the date @ Ohio L 
endorsed 







issue. 





Four Option Dates 





ee 

The option dates on which a neg 
policy may be purchased are the polic#! 
anniversaries nearest the insured’s 26th 
31st, 36th and 40th birthdays. The neqe 
policy can be for an amount equal J ‘ Spt 
the face of the base policy (up AE a 
$15,000 maximum or less) subject e he 
the company’s published minimum f¢ 
the plan applied for. 

For women, premiums have be 
reduced. Surrender values have n 
been reduced. Future dividends on aff 
plans will reflect the lower mortali 
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Jack A. 


experience among women and. the Prob on a | 
mium reduction. Disability waiver preoar, asid 
miums are now the same as for men a. has b 


ommittee 


the same age—no longer 1% times t 








male rate. oh a CLU. 

Ore. Life Agents Told Delta-8 
Better Field Backgroundhistonen 
Needed By Managers ['<0"™ 


Agency department managers mu 
acquire a more thorough field back 
ground in order to fully utilize better 
trained and_ better-qualified _fiel 
managers, members of Oregon Ass 
of Life Underwriters were told a 
their annual meeting. 

William B. Stannard, vice-presiden 
of Occidental Life of California, sug 
gested that agency’ vice-presiden 
might well take a lesson from history 
and the development of LIAMA edu 
cational programs to examine thei 
own background and knowledge of to 
day’s competitive conditions. “All o 
us agency vice-presidents look goo 
when it comes to growth in size ané 
production,” he said, “but we havg 
failed to solve a basic problem we 
have had since 1925. We just aren’ 
making a large enough percentage 0 
our agents successful. 

“Too few of us have had the op: 
portunity to acquire the proper field 
background, managerial o select ti 





















or first-hand experience to select th 
type of man who will devote himsel 
to the things that are necessary to bg 
successful in this particular line o 
work.” 

To fill out the pattern illustrated 
by the educational activities 0 
LIAMA, Mr. Stannard suggested tha 
perhaps there should be proper facili+ 
ties available for bringing the agency 
vice-president up to a rating that is 
expected from a good agent coming 
into the business. “Then maybe ou 
industry would find it desirable fo 
our top management to look into and 
make themselves more familiar with 
problems that make an agency field 
force click. with a lot of emphasis ot 
marketing.” 


Milwaukee CLUs Elect 


Milwaukee chapter of CLU ha: 
elected Paul J. Quillin, Mutual Ben- 
efit Life, president. Dustin Mi£iller’ 
Penn Mutual, is the new vice-presi- 
dent, and Ben S. McGiveran, Seefurth 
& McGiveran, is secretary-treasurer. 



















Central Ohio Accountants Elect 
Central Ohio chapter of Insurance 
Accounting & Statistical Assn. has 
elected William Lisle, Buckeye Union 
Casualty, president. Other new offi- 
cers are: Carbon Wolfe, Midland Mu- 
tual Life, vice-president; C. E. Lacey, 
Nationwide Mutual, secretary; and 
Dudley Plunkett, Columbus Mutual 
Life, treasurer. 
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ity. TuStewart Endorsed By Ohio 







lowmer 
eing ifAgents For NALU Trustee 
date @ Ohio Life Underwriters Assn. has 





endorsed Jack A. Stewart, agent of 
Phoenix Mutual at 
Cleveland, as a 
candidate for 
NALU trustee and 
will conduct 
an active cam- 
paign for his re- 
election at the an- 
nual convention in 
















1um f Philadelphia. 
Mr. Stewart has 
e be completely recov- 





ered from a re- 

ay cent illness and is 
ortalit now back on the 
he préioh on a full-time basis. For the past 
er prefvear, aside from his duties as a trustee, 
men ae has been chairman of the NALU 
nes thiommittee on education. Mr. Stewart is 
a CLU. 







Jack A. Stewart 












Delta-Schoolcraft (Mich.) Assn. of 
ife Underwriters has elected Arvid 


id 


LIFE INSURANCE EDITION 





Equitable Of Iowa Top 


Producers At Mackinac 
The three-day regional meeting at 


Mackinac Island of Equitable of Iowa) 
production clubs attracted 400 mem- | 
bers and guests from agencies in the | 


central states. H. A. Hedges, Kansas | 
City, was president of the Organization 
Club by virtue of having the most 
agents qualify for production clubs. | 


W. H. Robbins, Kokomo, 


Ind., was) 


president, and Ray Wernimont, Cedar | 


Rapids, secretary of the 
Club in recognition of their 
in new business in 1958. 


Columbus Agents Elect | 


President’s | 
Sencar 


J. V. Johnson President 


Columbus 


(O.) Life Underwriters 


Assn. has elected John V. Johnson, | 


Woltz-Johnson & Associates, 
dent, succeeding James F. Fusco, Mid- | 
land Mutual. Others elected are Hugh | 
vice-president; | 


M. Hadley, broker, 
Fritz A. Lichtenberg Jr., 


presi- | 
| 


Massachu- | 


setts Mutual, secretary; John N. Botti, | 


and Miss| 

















JUN Gyustonen president, Hazen Hengesh, Midland Mutual, treasurer, 
rs vice-president, and Donald Wertz, sec- Ellen Leitnaker, Bankers Life of Iowa, | 
retary-treasurer. assistant secretary-treasurer. 
Ss mus 
back 
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aren ‘Timetable tor Term... 
age 0 ‘ 
he a How long should a Term policy renew? 
r fie : 
roun How late convert? 
ct i 
a We believe that Term insurance is best 

o : 
ine @ which renews longest and converts latest. 
strated Term insurance as today's option 
" eal on tomorrow’s permanent insurance is like 
facilis a property lease with option to buy. 
7 The option should renew #f the buyer needs 
coming and convert when he is able. Ours do both. 
Ye ou 
le for Occidental short Term plans renew as 
0 and : Z 
“ aan often as necessary —to policy anniversary 
/ fielé nearest 64 and convert at amy time — 
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We pay Lifetime Renewals... 


to anniversary nearest 65. Thus is solved the 
problem of whether the buyer will need 
to renew and when he will be able to convert. 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles/W. B. Stannard, Vice President 


(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


they last as long as you 





do! 





4% ON AGENTS’ 


RENEWAL 


PYe@i UE Wilt), ky 
TOO! 





... yours exclusively with Jefferson Standard ! 


ieee ic 
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A unique Jefferson Standard “plus” — 
in addition to the Company’s regular 
Retirement Plan for Agents — is our 
Renewal Accumulations Plan. This plan 
enables the agent to leave his renewal 
commissions with the Company at 4% 
interest, compounded annually. 


This “4%” feature is exclusive with 
Jefferson Standard. Here’s what one of 
our agents says about the plan: “I con- 
sider my renewal accumulations an ex- 
tremely wise and safe investment — one 
that will add immeasurably to the en- 
joyment of my retirement years.” 


Jefferson Standard agents now have 
more than $2,000,000 in accumulated 
renewals on deposit with the Com- 
pany ... savings for a more bounti- 
ful retirement! 


REINSURANCE SOLICITED 


etter Viandard 


LIFE INSURANCE COMPANY Home Office: Greensbero, N.C. 
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Editorial Comment 


Help Minimize The Contusion 


Will the name “Insurance Informa- 
tion Institute” for the agency now 
being set up by several! fire-casualty- 
surety associations cause confusion 
by reason of seeming to take in life 
and A&S insurance when actually it 
does not? 

In view of this obvious possibility, 
we put the question to President Hol- 
gar J. Johnson of Institute of Life 
Insurance, the organization that for 20 
vears has been dispensing information 
about the life side of the business. We 
found that Mr. Johnson not oniy fore- 
saw the danger of such confusion but 
was comucerned about it, to the point 
of discussing it with the organizers 
of Insurance Information Institute. 

Already the Institute of Life Insur- 
ance has been asked about its rela- 
tionship to the new _ organization. 
Asked one inquirer, “Will this organ- 
ization assume the public relations 
function performed by your group?” 

Queried by THE NATIONAL UNDER- 
WRITER, Mr. Johnson said he was pri- 
marily concerned about the creation 
of confusion among the various pub- 
lics with which the Institute of Life 
Insurance deals and with which the 
Insurance Information Institute will 
deal, making it more difficult for in- 
quirers to get information they may 
be seeking about various types of in- 
surance. 

Use of the generic term “insurance” 
in the Insurance Information Insti- 
tute name will give reporters and oth- 
ers the impression that the agency is 
a source of information on every type 
of insurance, not merely fire, casualty 
and marine but life and A&S and, for 
that matter, even social insurance and 
title insurance, Mr. Johnson pointed 
out. 

Mr. Johnson told THE NATIONAL 
UNDERWRITER he had had some cor- 
respondence with the organizers of the 
Insurance Information Institute but 
they felt that confusion would be 
avoided by the III’s plan to list on its 


Stocks 





















By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. La Salle St., Chicago, June 7, 1959 
PR Bi Rccsicssrcciccstecsccrvescsvvicsscsvevtesses 231 241 
Beneficial Standard ................ : 147% 16 
Business Men’s Assurance 3834 41" 
Cal.-Western States................ 105 115 
Commonwealth Life 2312 25% 
Connecticut General 334 348 
Continental Assurance 162 172 
Franklin Life ....... 78 8012 
Great Southern Life 8212 88 
| ae eee 2234 24% 
Jefferson Standard 8434 87% 
Kansas City Life ...... 1440 1495 
Liberty National Life .. 44% 4614 
Life & Casualty ....... 22% 24 
Life of Virginia ....... 55%2 59 
Lincoln National Life.. 220 228 
PERIGEE IA | waceceorainedicotnnseckcesessee 110 11412 
North American, IIl. .................... 16% 1734 
Nw. National Life ....... 95 103 
RRR IID FINI. is ccrckceiesocemevsensnncee caus 260 305 
Old Line Life ............... Ree 62 70 
Republic National Life ................ 68% 72 
Southland Life .....ccccccccccccccrorssveeee 9342 102 
Southwestern Life 136'2 145 
RARE cacioscacexessstare 85 8742 
United, Ill. 41% 43% 
U.S. NRL ATE TAP prs EMER IE 46% 4834 
Washington National ................ 5712 62 
Wisconsin National Life ............ 46 52 


letterhead and news-release heading 
each type of insurance on which it 
supplies information. But the chances 
are that newspaper articles based on 
III information or news releases will 
limit their attribution to “.... ac- 
cording to the Insurance Information 
Institute.” This will still leave read- 
ers in the dark as to the types of in- 
surance covered by III. 

Admittedly it would not be easy to 
find a short, snappy name that would 
indicate what the Insurance Informa- 
tion Institute proposes to do, without 
seeming to encompass things it doesn’t 
do. Whether or not the effort would 
have been worth while can best be 
determined by the amount of confusion 
that will be generated by the use of 
so comprehensive a name for so lim- 
ited a scope of operations. 

Meanwhile, if anyone asks you if (a) 
the Institute of Life Insurance has 
taken a new name, (b) the Insurance 
Information Institute has taken over 
the public relations function of the In- 
stitute of Life Insurance, (c) there is 
any connection whatever between the 
ILI and III, you can do your bit as a 
confusion-dispeller by giving the an- 
swers no, no and no, respectively.— 
R.B.M. 





Personals 


Robert R. Reno Jr., right, associate 
manager Equitable Society, Chicago, 
with Secretary of the Army Wilbur 
M. Brucker at the St. Lawrence Sea- 
way dedication ceremony, St. Lam- 
bert Lock, Montreal, discussing details 





in connection with the 41st reunion of 


Rainbow Division Veterans Assn. at 
Kansas City July 11-14. Both the sec- 
retary and Mr. Reno are past national 
presidents of the organization. Mr. 
Reno was with a group of midwest 
business and professional men on the 
St. Lawrence Seaway dedication 
cruise of Chicago Assn. of Commerce 
& Industry aboard the SS North Amer- 
ica. 


E. Richard Schlattman, advertising 
director of Minnesota Mutual Life, 
made the most of an opportunity to 
praise the life insurance business 
while subbing for the vacationing 
writer of a popular column in the St. 
Paul Pioneer Press. 

“Even though he would be the last 
person to realize it, the insurance man 
is a very important guy,” Guest Col- 
umnist Schlattman wrote. “He is the 
only person in the world who can 
guarantee the means for a family to 
provide against all the uncertainties 
of the future. When the insurance 


man dies or retires, there will be no 
bands or speeches and no parks or 
statues dedicated to his honor, but 
the legacy he leaves will be far great- 
er than that left by any other man in 
town. 

“Most of all, he will leave a meas- 
ure of happiness and peace of mind 
to hundreds of people who might not 
even remember his name. Yes, your 
insurance man is really quite an im- 
portant guy.” 


Benjamin N. Woodson, president of 
American General Life, is the first 
registrant for the 1959 NALU annual 
convention in Philadelphia. 


Deaths 


Mrs. LAWRENCE D. HERSCHEDE, 
73, mother of John Z. Herschede, 
president of the National Underwriter 
Co., died in Cincinnati last week. 
Her husband, who survives her, was 
for many years president and is now 
chairman of the Frank Herschede Co., 
prominent jewelry firm, and her fath- 
er, the late Frank Zumstein, founded 
the Yellow Cab Co. of Cincinnati. She 
is also survived by two other sons, 
Mark P. Herschede and Frank C. Her- 





schede, president and treasurer of 
the Frank Herschede Co., and 10 
grandchildren. 


ROY E. TUCKER, 62, a director of 
Bankers National Life, died at his home 
in Morristown, N. J. He was president 
of Beneficial Management Corp. and 
vice-chairman of Beneficial Finance 
System. 


J. LESTER SHARP, general agent of 
John Hancock at Tulsa, died after 
several months’ serious illness. He 
joined the company as a part time agent 
while still in college and became gen- 
eral agent at Tulsa in 1944. Mr. Sharp 
was past president of the Tulsa CLU 
chapter and held official positions with 
Tulsa Life Underwriters Assn. and 
Tulsa General Agents & Managers 
Assn. 


Conventions 


National Assn. of Life Co:mpanies, 
Castle in the Clouds, Chatta- 





July 23-25, 
Inc., annual, 
nooga. 

Aug. 31-Sept. 2, International Federation of 
Commercial Travelers Insurance Organiza- 
tions, annual, Broadmoor Hotel, Colorado 
Springs. 

Sept. 1-4, National Insurance Assn., annual, 
Sherman Hotel, Chicago. 

Sept. 11-12, Southwest Management Confer- 
ence, Statler Hotel, Dallas. 

Sept. 20-23, National Fraternal Congress of 
America, annual Sheraton Hotel, Philadel- 
phia. 

Sept. 20-25, National Assn. of Life Underwrit- 
ers, annual, Bellevue-Stratford Hotel, Phila- 
delphia. 

Sept. 21, Fraternal Actuarial Assn., 
Sheraton Hotel, Philadelphia. 

Sept. 27-30, International Claim Assn., annual, 
Americana Hotel, Miami Beach. 

Sept. 28-30, Life Office Management Assn., 
annual, Edgewater Beach Hotel, Chicago. 
Oct. 12-13, Conference of Actuaries in Public 

Practice, annual, Drake Hotei, Chicago. 

Oct. 12-16, American Life Convention, annual, 
Edgewater Beach Hotel, Chicago. 
Oct. 26-28, Life Advertisers Assn., 

Drake Hotel, Chicago. 

Oct. 28-30, Institute of Home Office Under- 
writers, annual, Statler Hotel, St. Louis. 

Oct. 29-31, Mid-West Management Conference, 
annual, French Lick Springs Hotel, French 
Lick, Ind. 

Nov. 9-11, Society of Actuaries, annual, 
Greenbrier, White Sulphur Springs, W. Va. 

Nov. 9-13. LIAMA, annual, Queen Elizabeth 
Hotel, Montreal. 

Nov. 16-18, Health Insurance Assn., individual 
insurance forum, Biltmore Hotel, New York. 

Dec. 8, Institute of Life Insurance, annual, 
Waldorf-Astoria Hotel, New York. 

Dec. 9-10, Life Insurance Assn. of America, 
aanual, Waldorf-Astoria, New York. 

Dee. 27-30, American Assn. of University 
oo Of Insurance, annual, Washington, 


annual, 


annual 
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Tel. Riverside 17-1127. Alfred E. Cadis 
Southwestern Manager. 





DENVER 2, COLO.—234 Commonwealt 
Bldg., Tel. Amherst 6-2725. J. Robert Ebel 
hardt, Rocky Mountain Manager. 





DES MOINES 9, E0WA—327 Insurance Ex 
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TEWMajority In Field 


Mati. K Sales Contests 


spaper of [0 a survey conducted by Life As- 
Insura ypciation News, monthly magazine of 
ALU, 70% of a representative group 
f field men voiced their approval of 
hles contests among agents—provided 
N.Y. e campaigns are conducted on a high 
NY 1-39evel and organized to provide a need- 
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Mitchell, fd service and not as a sales “gim- 

tfarlane. fick.” 

a In reply to the question, “Do you 
ike sales contests conducted by your 

© 4, I, fompany or agency?” posed in the 

X CG efuly issue of the magazine, 70% of 

ridge. [°° respondents answered “yes,” 23% 


‘Ebel, no,” and 7% “maybe.” 

Cuscadenf In general, the affirmative respond- 

ced pnts agreed that the whole idea of 
sales contests for agents is a healthy 

: bne. Campaigns, they said, promote 

.* Ill. Fompetition for sales, which, in turn, 
crease production. 

The majority tempered its enthu- 























J. O’Briey 


E siasm, however, warning that these 

, Ohio. fpromotions should not be held too 

40. pften, that they must be planned in- 
elligently and that they should offer 

i pqual opportunity to all participants. 

lent. 

—, gitimate Motivation 

sai The sales contest is a legitimate 

‘ident. (form of motivation, they said, in that 

ary. it produces a large volume of quality 


et business, and has the important by- 


products of aroused competitive spirit 
sldg., Tetons agents, growth of the team 
itheasterconcept and an urge to work. 

The 23% in the “no” group said that 


St., Rngsales contests, by their very nature, 
compromise the idea that the life agent 


is a professional. They further argued 
that the life business today demands 
on Blvdga long-range, service approach to sales, 


Manage 


nae and not just the short-range stimula- 
tion to write a large volume of busi- 
ness that most sales contests provide. 

nurth St@ Among the arguments of “no” re- 

-~ Sale spondents are: 

ociate ° 

ware —Sales contests provide the wrong 

oui motivation—the emphasis is on selling 

96. Peal 2 order to win, rather than giving 
the client something he needs. 

an Bldg Business Apt To Lapse 

- Cadif _Tittle additional business is 
gleaned from that written during the 

a contest. 
—Contest business, hastily written, 
is apt to lapse. 

eS —During contests, the usual routine 

3 ‘business gets submerged and _ good 
prospecting techniques are forgotten. 

te Bldgg —Sales contests “cheapen” the busi- 

Gessing§ ness, because the “bally-hoo and pres- 

; sure to sell a quality product on a 

1. Rung Wantity basis leads to distortion and 

Gessingg OVer-emphasis of the normal sales ap- 


1. proach.” 

“Maybe” respondents in the study 
generally favored some sort of sales 
er. challenge for the agent. They said 
they look upon sales promotion as a 


legitimate motivation tool and agreed 
anageng that setting a goal for an agent can 
often spur him on. 
oaa st One criticism of contests voiced by 
Rob the “maybe” group, who agreed in 
this point with the “no” group, relates 
ia to the justification for these promo- 
h, Ress UOns. All-to-often, both groups agreed, 
reasons or excuses for holding sales 
— contests are rather flimsy. Thus, the 
Mullen’ CONtests invariably lose their glamor 


for agents, who, in turn, lose enthusi- 
asm and interest. 





Mutual of New York’s Denver group 
and pension office has been named 
8roup office of the month for May, 
based on sales volume of group insur- 
ance and on programing of employe 
benefit plans. 
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Agent Sues Another, 
Alleges Slander 


(CONTINUED FROM PAGE 1) 
Ins. Co., repeated to Edward A. Fish, 
president of plaintiff's company, the 
Equity Annuity Life Ins. Co., said false 
and defamatory charge that plaintiff 
had submitted to Jean Paul Bernier a 
false and misleading prospectus. 


License Was Withdrawn 


“The defendant, Howard J. Riordan, 
in furtherance of his malicious intent 
to injure plaintiff and deprive him of 
his professional reputation, did cause 
an application for license for plaintiff, 
which had been voluntarily suspended 
by plaintiff, to be set for hearing be- 
fore the superintendent of insurance 
and did cause said application for li- 
cense to be withdrawn by plaintiff’s 
company, the Equity Annuity Life Ins. 
Co., and did cause an application for 
renewal of plaintiff’s license with 
American Bankers Life Assurance Co. 
of Florida for the year commencing 
May 1, 1959, to be denied, thereby 
depriving plaintiff of his livelihood. 

“By reason of such words having 
been spoken concerning the plaintiff 
and such actions taken to injure .the 
plaintiff, plaintiff was injured in his 
professional reputation and has suf- 
fered pecuniary loss, great pain and 
mental anguish, to his damage in the 
sum of $350,000.” 


Will Appeal Jordan Action 


Mr. Smith told THE NATIONAL UN- 
DERWRITER that he would file in the 
district court an appeal to review In- 
surance Superintendent Jordan’s ac- 
tion in failing to renew Mr. Buchan- 
an’s license and would seek to compel 
renewal through mandatory injunction 
proceedings or in some other way. 

Mr. Smith also pointed out that Mr. 
Jordan did not give Mr. Buchanan the 
chance to be heard before refusing to 
renew his license. Mr. Smith conceded 
that the statute does not specifically 
provide for hearing in case of a re- 
newal, but said that there is consid- 
erable law to the effect that the prin- 
ciple of due process calls for a hear- 
ing. He said the defendants in the 
suit have 20 days to answer the Bu- 
chanan complaint. He opined that it 
would probably be late fall before the 
merits of the cases are argued. 

Richard Mehler, Mr. Riordan’s at- 
torney, told THE NATIONAL UNDER- 
WRITER that Mr. Riordan denies anv 
slander. Beyond that, Mr. Mehler said 
it would be premature to make a state- 
ment now. He does not expect to file 
an answer to the complaint for about 
a week. 


Volunteer State Insures Insurability 

Volunteer State Life has introduced 
a guaranteed insurability rider which 
gives the insured the option to pur- 
chase new policies for additional insur- 
ance at standard rates, on specified 
option dates, without evidence of in- 
surability. The insured will be notified 
of each option date and may submit 
formal application for such new policy 
on or within 60 days prior to such date. 


Chesapeake Life has increased divi- 
dends to policyholders 15% to 30% de- 
pending on age and plan, and has also 
increased the interest rate on dividends 
left with the company to 342%. 


Carl R. Keener, agent of Metropol- 
itan Life at Asbury Park, has been 
named “life underwriter” of the year 
by New Jersey Life Underwriters Assn. 
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Report from Chicago: 


(or: It isn’t any secret any more!)* 


During 1958 the North 
American advanced 61 
positions among all U. S. life 
companies— life insurance in 
force—placing it in the upper 
6th of the industry. 


Authority: The Natienal Underwriter 
April 25, 1959 


*The secret is ACTION!.. For the “ACTION” Story write or call 


NORTH AM ICAN 






ALLEN V. DOWLING, PRESIDENT Sin ACCIDENT 

INSURANCE 
YVPffe, Accident & Health Insurance COMPANY 
209 SOUTH LASALLE STREET ° CHICAGO 4, ILLINOIS 














COMPLETE BANK LOAN SERVICE 
THROUGH YOU THE UNDERWRITER, 
OR DIRECTLY WITH YOUR CLIENT 


BANK LOANS ON LIFE INSURANCE VALUES 


Faber é&> Company 


67 WALL STREET 


NEW YORK 5, N. Y. 


BOWLING GREEN 9-2870 ESTABLISHED 1922 
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James H. Johnston has been ap- medical director, is appointed medicafne life 
pointed assistant manager of agency director in charge of the department'gife in 1s 


i C rf 2 e 2 : . e ° e 
ting. H d Pacific Mutual medical division. 
Home Office hanges in ET onic 3 ees Ne 










of policy accounting last year. National Fidelity Life 
Pacific Mutual housing; Edgar R. Lehman, _proce- Kemp W. Woo 
dures; Stephen T. O’Hare, administra- Jefferson Standard hen bane elect -™ 


James Whittier will head a newly tion, and Eugene R. Schulz, Allan C. 
created field office administration de- Ross and Wallace R. LaFerriere, all Dr. H. F. Starr, who has headed 
partment. He joined the company in training. the new business department since 
1954 and since last year has been ad- Verne G. Christensen, superintend- 1951, has retired as vice-president and 
ministrative assistant of the agency ent of policy accounting since 1956, medical director. John W. Carson, as- 
department. Named supervisors in the has been named assistant manager of sistant secretary of the department, 
new department are Adolph J. Haase, that department. He has been with becomes 2nd vice-president in charge, 
senior training; Edward G. Ringen, the company for 33 years. and Dr. Van W. Gunter, assistant 


vice-president ang has 

director of agencieg inted 

to succeed Wyligperinter 
Craig, who hagoncies. 
gone with a newly ining 1 
organized company ny in 
in the south. Mig. peen 
Wood joined Nag portlar 
tional Fidelity i 
1946 and was elect 
ed vice-presiden 


four years later. Ip 
K. W. Wood 
ot 1958 he became Be,” 

















‘Hointed 
director. ent and 
ince 192 
Massachusetts Mutual on 


Arthur D. Graham has been ap 
pointed assistant superintendent off EQUIT 
mortgage loans. He has been in thehas elec’ 
life business since 1950 and for thegary of | 
past three years has been with Mu.-§957, as 
tual of New York as regional super-He becar 
visor of mortgages at Dallas. 







: John Hancock 


Robert P. Bigelow, Edmund 
Keough and Edward E. Phillips have 
been appointed assistant counsel 


in 1957. 





Union Central 


Schoolboys are usually tousled, lively youngsters, eager to John S. Crosby, 
former vice-presi- 


learn history and geography ...and how to hit a softball aa ah 


over the fence. Not always, though. Mutuals of Stevens 
Point, has been 

ome students are older. Fathers of tousled youngsters. appointed 2n 
S dent Ider. Fatl f tousled youngst inted 2nd 
: = ee Ir : vice-president. He 
They are earnest hard-working men . . - dedicated to study, aiit Eat cee, 
because they are dedicated to their jobs. Inspired life insur- trative functions of 
selling. Professional life insurance counseling Ge ep een 
ance selling. Professio ‘ seling. “i we. Clee 

sine ge : has also been in 
A life insurance man can do a better job for youngsters and dhe aun: aaah 
for their mothers and fathers... if he’s been thoroughly ment of Travelers. ae Seep 
grounded in his product through training... and on-going Colorado Credit Lif Am 

: A reait Lite 
study. When he does a better job for others, he earns—and can 
/ ; < : Randall A. Koop has been appointed the. 
therefore does a better job financially for his own youngsters. treasurer and comptroller. A graduate e: 
; . a ‘ of the University of Nebraska, Mr. 
As do others, General American Life provides its repre- Koop has been with Bankers Life of Pe 
sentatives with comprehensive training at all levels. Climax Nebraska since 1947, most recently as 
4 ne assistant actuary. ef 
for the program is subsidized study for the coveted Chartered ; 
T . . . : . . . e 
Life Underwriter designation —badge of professionalism, sign Mutual Of New York ) 
e 
of academic achievement, honored proof of competence. In Russell Wetmore, assistant controll- 

Bie : - : : er since 1946, has been appointed con- ei 
common with many other companies, this Company sup- alley te deoceed 5 Meee aa ete 
ports and endorses the far-sighted, praiseworthy program who recently was named executive 

; aA F vice-president. Mr. Wetmore entered e¢ 
of the American College of Life Underwriters. 
3 e7 








General American Life’s philosophy of management is 
founded on the professional, trained life insurance man. 


MANAGEMENT |i] -- 

















































This philosophy is reflected in the Company’s products, its a CONSULTA Ss oa 
methods and its agency contracts. 1 
O’TOOLE ASSOCIATES “_ 

Management Consultants —_ 






To Insurance Companies 
Esteblished 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 
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IN MARKETING AND MANAGEMENT 
FOR THE INSURANCE BUSINESS 


FRANK LANGE: ASSOCIATES 


ONE NORTH LASALLE ST. 521 FIFTH AVENUE 
CHICAGO 2, ILLINOIS NEW YORK 17, N.Y. 
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| medicafhe life business with Metropolitan 
artment’gife in 1938 and joined Mutual in 1945. 


Northwestern Mutual 

ife a 
WwW. Wook 
electes James S. Hard- 
jent ang, has been ap- 
agency pinted assistant 
d Wylig jerintendent of 
ho hafencies. Since 
a newl¥ining the com- 
companny in 1953, he 
uth. MiB; been an agent 

1ed Na¥ portland, Ore. 
lelity i 
ras elect 
yresiden 


later. If SUN LIFE OF MARYLAND has ap- 
ecamc 


@ointed George Kenigson vice-presi- 
ent and actuary. With the company 
ince 1926, he has been vice-president 
nd associate actuary. 















James S. Harding 


een ap- 
lent , EQUITABLE OF WASHINGTON 
in thehas elected Clyde R. deHaas, secre- 
for thefary of underwriting and issue since 
ith Mu-§957, as vice-president, underwriting. 
| super-He became a member of the actuarial 
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‘ |BUILD YOUR OWN 
e' |! AGENCY 


with a 


GENERAL AGENCY 
COMPANY 


American Mutual Life 
can help you through 





dointed 
aduatd these advantages: 
a, Mr. 
uife of 
e All-American Contract 
itly as 
e Agent’s Benefit Program 
e H.O. Training Schools 
C 
e Quantity Discount 
ntroll- 
d con- e Reduced Rates for Women 
ughes, ® Automatic Check Plan 
cutive 
ntered e Quality Business Bonuses 


e Tested Package Sales 


e Audio-Visual Selling 


J 
, | Excellent Agency Opportunities 


Available in: 
Missouri Michigan 


Texas Indiana 


Write to H. S. McConachie 
Vice President 


titawuertl 
Ilutual [ite 


Des Moines 7, lowa 
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department in 1928 and was promoted 
to assistant secretary in 1954. 


CAMBRIDGE LIFE of Denver has 
appointed Wallace Lundquist vice- 
president and sales manager. For 12 
years he has been with Howard Life 
of Denver as executive vice-president. 
Cambridge Life is a mail order life 
company and is part of the Allen J. 
Lefferdink group of companies. 


AMERICAN INCOME LIFE has 
promoted Jay Arnet to vice-president. 
He has been director of recruiting and 
training. 


FIDELITY LIFE ASSN. has ap- 
pointed Calvin C. Michaelsen super- 
visor of the underwriting department. 





Biggers Sued By Founder 


Of Denver Life Company 


William P. White, founder and form- 
er president of Professional & Business 
Men’s Life of Denver, has filed suit for 
$649,718 against B. F. Biggers of Dallas, 
the present controlling stockholder. He 
is the head of Allstates Life of Texas. 

Mr. White charges that Mr. Biggers 
failed to live up to a trust agreement 
and that Mr. Biggers slandered him 
in conversations with other insurance 
people. He seeks return of stock worth 
$148,893, plus $825 in earned dividends 
and $500,000 in damages for libel and 
slander. 

Mr. White started Professional & 
Business Men’s Life in 1946 and 11 
years later sold his controlling interest 
to Mr. Biggers for $750,000, the suit 
states. Another block of stock in the 
company and its parent holding com- 
pany, Underwriting Corp., was given 
over to Mr. Biggers to be held in trust. 
Mr. White claims Mr. Biggers has re- 
fused to hand over trust certificates 
for the second block of stock and has 
refused to give Mr. White an account- 
ing of the earned dividends. It is 
charged that Mr. Biggers has con- 
verted all the stock “to his own use 
and benefit.” 

It is also charged that on July 12, 
1958, when meeting with a group of 
insurance executives, Mr. Biggers de- 
scribed Mr. White as “an unfit person 
to engage in the insurance business” 
and that Mr. Biggers accused Mr. 
White of “making false financial state- 
ments” while Mr. White was president 
of the company. At other times, the 
suit alleges, Mr. Biggers has written 
and spoken similar “untrue statements” 
about Mr. White. 


San Antonio Agents Elect 
Fred Knight President 


San Antonio Assn. of Life Under- 
writers has elected Fred Knight, Cal- 
ifornia-Western States Life, president. 
Also elected are Forres Wood, Mutual 
of New York, and William G. Noble, 
American General, vice-presidents; 
Robert S. Hemmick, Massachusetts Mu- 
tual, secretary, and Mack Herbert, 
American National, treasurer. 


GAMC Membership Reaches 6,052, 


Runs Two Months Ahead Of 1958 

Membership in General Agents & 
Managers Conference of NALU is 
running about two months ahead of 
1958 membership and stood at 6,052 
at the last count. The closing figure 
in 1958 was 6,440. 

Sixty local GAMAs have already 
exceeded their last year’s total. In 
addition, the 10 new GAMAs formed 
since Jan. 1 have added a sizable 
number of new members. 




















































H's NAT.LLS Different Approach 
THAT AGENTS LIKE 


HOME 
PHOTO 
AWARDS... 


Proud of your 
home? Sure you 
are! And so are 
the thousands of 
National Travelers 
Home Owners! 
That’s why this 
contest has proven 
so successful and i “wee aris . 
why it’s fun to rep- j —_— 

resent National 
Travelers Life 














Company. 
fe a 
ORIGINAL NATIONAL TRAVELERS LIFE 
AGENT PARTICIPATING PROGRAM 
MAN-OF-THE-MONTH ... TREASURE CHEST... 
Agents and wives share in the Hidden gold unearthed—for agents 
honor. and their families. 
TURKEY DOLLARS... SANTA’S GRAB BAG... 
Turkeys are the geal—DOLLARS Gifts fer mother, father and the 
the prize! children, too! 
gp tay PHOTO CONTEST... . BIRTHDAY FILE... 
= % Proud parents participate in boy A helpful aid to remember birth- 





2 “ and girl phote contest. days. 
FOR THE "DIFFERENT APPROACH” 
y A WRITE CARL F. WOODMANSEE, V. P. y, 








NOT THE LARGEST — BUT THE BEST FOR YOU! 





ational fravelers 


DES MOINES, IOWA e ARLEY F. HANSON, Pres. - 











A GROWING COMPANY Has AGENCY Openings!!! 


If you are a capable and experienced Life and A&H Insurance Producer 
ready for advancement to a GENERAL AGENT, you may be able to 
qualify for CAROLINA HOME LIFE’S GENERAL AGENT CON- 
TRACT which offers— 


High Commissions, Excellent Renewals, Override Commission on the 
business of Sub-Agents, Bonuses for Persistency and Production, And 
many other wonderful features. 


Agency openings in the following states: 






North Carolina Mississippi West Virginia 
South Carolina Georgia Kentucky 
Virginia Arkansas Maryland 
Florida Tennessee Alabama 






Puerto Rico 







Write in confidence to: 







Carolina Home Life Insurance Company 
Agency Department 
P. O. Box 1059 
Burlington, North Carolina 

































WE SAI b iT” Se | Massachus 
AND WE’RE GLAD 


ON WAS: 


THE QUEST! 


IS THERE ROOM IN OUR BUSINESS 
FOR “PART-TIME” UNDERWRITERS? 





William W. Ray 


that he may devote 


We believe that the issuance of part-time contracts CLUs. 
to life insurance agents is unfair to the agent, the David W. Smith 
company, the institution of life insurance, and the staff supervisor of 


The agent suffers because he cannot possibly de- for three years. 


velop the skills and the “career attitude” which are 
the ingredients of success. ; . te dunhanadaue te 
The company suffers because part-timers dilute the 


life insurance depends upon a dignified, profes- 
sional relationship between agent and policyowner. 


the high type of professional service which can be 


With the unanimous approval of our managers, we Charles H. Chey- 
have translated these beliefs into action by discon- ney, associate gen- 
tinuing the issuance of part-time contracts. eral agent at Los 
Angeles since 1955, 
has been appointed 
This series of advertisements first appeared in 1947. Since general agent of 
then, we’ve grown from $¥% billion to $2'% billion in force. the newly opened 
Our philosophy has not changed . . . our size has quintupled. agency at San 


We like to think these and other basic beliefs had some- Diego. He began 
thing to do with it. his life insurance 


career with New 
York Lif t Den- 
oF WE ol TP A Peed Re CASE ver in 1945, joined 
INSURANCE COMPANY ae ha encore 


HOME OFFICE: SACRAMENTO Angeles. 





Charles A. Mehl, 





appointed regional 


{* \ /) Los Angeles. He 






Robert A. Strom 


western National 
Strom in 1958. 


/ ‘< mean a more productive South 
ne /\ 
L, 


Nuclear installations in the South region since 1957, 


three billion dollars. Over 100 firms in 
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Field Changes 


etts Mutual 


William W. Ray, 
assistant general 
agent with Jewel 
W. Tyson since 
1952, has succeeded 
Mr. Tyson in the 
management of the 
Richmond agency. 
Mr. Tyson, who 
will continue as 
associate general 
agent, has asked to 
be relieved of 
management re- 
sponsibilities so 
his time to personal 


production. Mr. Ray joined the agency 
in 1947. Both he and Mr. Tyson are 


has been appointed 
the Geist agency at 


public. Here’s why: Chicago. He has been in life insurance 


Robert R. Gray Jr. has been appoint- 
ed district manager at Evansville, Ind. 


business in 1956. 


efficiency of the sales organization and require a Lincoln National 
disproportionate amount of administrative time and i dh laa Ree tities 
money. supervisor of the King agency at Char- 
The institution suffers because public acceptance of lotte, N.C. In 1957, he entered the 
business with his father, who is Lin- 
coln National general agent at Ashe- 
j ee. : ville, and early this year he was trans- 
The public, obviously, suffers because it is denied ferred to the King agency. 


rendered only by full-time career underwriters. Mutual Benefit Life 





Charles H. Cheyney 


later that year transferred to Los 


Northwestern National 


since 1956 regional 


«| group manager at Nashville, has been 


group manager at 
replaces John F. 


\ | Adams, who is retiring after 34 years 

(~ / / new with the company. Before being as- 

\ 5 signed to Los Angeles in 1952, Mr. 

\ J developments in Adams had keen agency secretary 
and personnel officer. 


succeeds Mr. Mehl 


AT 0 Mi C E N E R GY at Nashville. Mr. Mehl joined North- 


in 1956, and Mr. 


Prudential 


Emmett H. Spangler, director of 
agencies for the eastern Pennsylvania 


has been appoint- 


represent an investment of more than ed district manager at Harrisburg to 
succeed Donald B. Trone, acting man- 


ee . ° ager, who will resume his duties as 
the South are participating in nuclear regional supervisor. Mr. Spangler 
we ee programs. joined Prudential in 1942 as an agent 

at McKeesport, became manager there 


-F PSeecegal and later headed the Monessen dis- 


COMPANY — 
Theodore A. Sedam, regional man- 
ie ager of the Virginia-Carolinas mort- 
OF gage loan office since 1950, has been 


SERVING THIS FAST-GROWING transferred to Philadelphia in the 
REGION SINCE 1891 -!| same capacity, succeeding Stuart Daw- 
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help me toconcentrate | floades, 
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... Inexpensive. y. 








Attractive and 
businesslike for use in 
home or office 
... Adaptable te a wide 
variety of sound 
. slidefilms for selling my 
various programs 
.. A machine that will 
the save time for me, so 


MILLION © I can make more calls 
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Self-centained 
screen. 





ne. Willie 

Attractive, sturdy kchusetts 
carrying case to heac 

No room darkening! 

Uses standard 35mm tiim | Charles | 
Simple controls and 45 rpm vinyl record § fssistant o} 
ppointed 1 
eceeds T. 


The Flip-Top is adaptable to youl full ti 


“own custom-produced sound slidéfi, Boyer » 


film program, or to the stock film@ul agent : 
now available for insurance sellingf*) Which 
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CORPORAT IO Nithere f 


St. Charles, Illinois Thomas I 
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DuKane Corporation, Dept. NU 6, St. Charles, Wp") amin 
Please tell me more about the Flip-Top in insu' fa since 1 
ance selling. I am especially interested in 

(0 Our own custom-produced sound slidefilms. z S 
J Information on Stock films for insurance sellin 
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mn, Who becomes an associate gen- 
ml manager in the mortgage loan 
4 partment of the north central home 
ice at Minneapolis. 

Thomas H. Parker, district manager 
t Washington, Pa., has been named 
rector of agencies for the eastern 
ennsylvania region to succeed Em- 
nett H. Spangler, who becomes dis- 
ict manager at Harrisburg. Mr. Par- 
er, Who will be headquartered in 
reading, joined Prudential at New 
ensington in 1945, was appointed 
aff manager there in 1949 and train- 
g consultant at the home office in 





















flight 953. 
Assisting Mr. Parker is Walter P. 





ind district manager at Reading, 
inand #ho is named regional supervisor, 
and ieceeding Walter L. Beattie, who, in 
ry. n, takes over the post vacated by 
ill ‘Mr. Parker at Washington. James I. 
ale noades, district manager at Oil City, 
sila cceeds to Mr. Scott’s position. 
All American L.&C. 
Max Epstein has 
been _ appointed 
: general agent at 
> in Oakland, Cal. for 
the Bay area. For- 
vide merly with Contin- 
| ental Casualty, he 
Pmy was president of 
s that company’s 
will Million Dollar Club 
so in 1957 and before 
alls that was vice-pres- 
at fe ident from 1956 to 
ct’s ax Epstein 1958. 


Midland Mutual 


Donald J. Doepker and J. Max Kapp 
ave been appointed general agents at 
be lima, O., and Ottumwa, Ia., respec- 
vely. Mr. Doepker was a supervisor 
t Lima of Commonwealth Life, and 
7 E}: Kapp. who entered the business 
1942, was general agent at Ottumwa 

{ Washington National. 


) Bankers National 


J. H. Silversmith Inc. of Denver, 
he prominent fire-casualty general 
gency, has been appointed general 
gent in Colorado, Wyoming and New 
fexico. This accents the 40th anni- 
ersary of the Silversmith operation 
nd puts the general agency in a po- 
ition to handle the entire insurance 
ne. William Mintz, formerly of Mas- 
kchusetts Mutual, has been appoint- 
to head the life department. 





en it 
in 


f 


turdy 
e 


jarkening! 


Equitable Of lowa 


Charles P. Boyer, home office field 
ssistant on the west coast, has been 
ppointed manager at Long Beach. He 
> you ueceeds T. A. Callahan, who will de- 
_, pote full time to personal production. 
S!0¢ir, Boyer was formerly assistant gen- 
« filmgral agent at Long Beach of Penn Mu- 
elling al, which he joined in 1953. 


Occidental Of California 


Neal E. Fitzpatrick has been ap- 
Einted brokerage manager at Hart- 
rd. He has been with Phoenix Mu- 












mm film 
record 


oO wal there for five years. 

Thomas L. Earl is the new broker- 
eeeeegee Manager at Memphis. He has been 
irles, ‘ith Fidelity Mutual in the Memphis 
ade ta since 1957. 
in insul 
— State Farm Life 


Harold B. Ogden, district manager 
Greensburg, Ind., for 34 years, is 
tiring. He has been active in busi- 
ss and civic affairs during his ca- 
tr and was a vice-president of In- 
lana Assn. of Life Underwriters. 


—$—$—$———" 
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North American Accident 


Robert E. Mar- © 
kel, has been ap- 
pointed regional 
manager at Lin- 
coln, Neb. Since 
1950 he has been a 
district manager 
for the Farmers 
Mutuals of Madi- 
son. 


R. E. Markel 


General American 
William B. Nitzel has been named 
general agent at San Francisco. He 
has been a manager of a general in- 
surance agency at San Rafael and an 
agent of Life of North America. 


Provident Mutual 


James L. Hamilton has been ap- 
pointed district group manager of the 
newly opened group office in Miami. 


NATIONAL UNION LIFE are John 
R. Otte at St. Paul, Max L. Johnson 
at Columbia Heights, Minn., and Clif- 
ton H. Hereid at Anoka, Minn. Mar- 
von Bay will be associate general 
agent of the Johnson agency, and 
Howard J. Byl associate general 
agent of the Hereid agency. 





Aid Assn. for Lutherans has been li- 
censed in Georgia. 





Des Moines Agents Elect 


George Pflanz President 

George J. Pflanz III, Union Cen- 
tral, has been elected president of 
Des Moines Assn. of Life Underwrit- 
ers. He succeeds J. B. Ryan of Bank- 
ers Life of Iowa. 

Also elected are R. Claire Bevard, 
John Hancock, and Randall Klein Jr., 
Prudential, vice-presidents; and George 
F. Burmeister, Phoenix Mutual sec- 
retary-treasurer. 


Join Manhattan Life's 30-Year Club 

Four new members were welcomed 
to Manhattan Life’s 30-Year Club by 
Thomas E. Lovejoy Jr., president, at a 
luncheon at the New York Athletic 
Club. In order of seniority, those re- 
ceiving membership cards were George 
I. Bentz, field auditing department; 
Norman L. Feeter, manager, claims 
department; James J. Connelly, assis- 
tant secretary, and Thomas A. Victory, 
field auditing department. 


Saginaw Agents Elect Broadfoot 
Saginaw Assn. of Life Underwriters 
has elected John R. Broadfoot presi- 
dent. Other officers are Earl V. Groth 
and Edgar J. Wolcott, vice-presidents; 


Ernest L. Krieger, secretary, and 
Thomas Taylor, treasurer. 
Philip Fass, Beverly Hills, Calif., 


was named man of the month for 
leading the Midland Mutual Life field 
force in May. 
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Elect Mankin To Head 


Fort Worth General Agents 


Fort Worth General Agents & Man- 
agers Club has elected Jess Mankin 
Jr., Connecticut General, president. 
Also elected are B. B. Fowler, Jeffer- 
son Standard, vice-president, and 
Francis B. Purdue, General American, 
secretary -treasurer. 


Employe Benefit Plan Firm 
Organized At Los Angeles 


Ostheimer Western, a firm special- 
izing in employe benefit plans, has 
been organized at Los Angeles by 
Kuhrts, Cox & Brander of that city 
and Ostheimer & Co. of Philadelphia. 
The Ostheimer organization has served 
as consultants, actuaries and adminis- 
trators of benefit plans for 20 years. 
Liberalizes Non-Medical Limits 

Life of Georgia has liberalized its 
non-medical limits for ordinary. For 
all plans except family policy, the 
company will now accept non-medi- 
cally up to $15,000 at ages 0-30 and 
$10,000 at ages 31-40. Up to three units 
($15,000) of the family policy will be 
issued to husbands ages 18-30 and 
two units to husbands ages 31-40. 

Great Southern Life has been li- 
censed in Hawaii and has appointed 
Loyalty Agency of Honolulu as gen- 
eral agents. Yeu Wah Wong is manager 
of the life department of Loyalty 
Agency. 
































VOOM AY 


Continental Assurance Company Members 


1958-1 
|. Scott Adams......... Portland, Oregon 
M. Selig Apperman...... Rochester, N. Y. 
Wm. T. Baldwin....... Bakersfield, Calif. 
James A. Barbour, Jr... Indianapolis, Ind. 
Myron Beitman....... Harrisburg, Penna. 
Richard A. Chatfield......... Chicago, III. 
Jack J. Cohen. ............. N.Y., N.Y. 
Milton Cohen............. Newark, N. J. 
John M. Criner...:..Grand Rapids, Mich. 
Carl A. Culver............. Detroit, Mich. 
Donald L. Daniels......... Boston, Mass. 
Joseph N. Desmon......... Buffalo, N. Y. 
Manuel Donchin............ Chicago, Ill. 
Donald C. Fisher... . Jacksonville, Florida 
Wm. T. Fleming. ........ Pensacola, Fla. 
Harvey Goodstein... Philadelphia, Penna. 
Paul C. Green.............. Chicago, III. 
Carl E. Haas............ Brooklyn, N. Y. 
Morris B. Hack.......... Baltimore, Md. 
George L. Haines. ..... Washington, D. C. 
Robert H. Hawkins........ St. Louis, Mo. 


Thom L. Jordan.......... St. Paul, Minn. 
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Edward D. Landers...... Cleveland, Ohio 
A. Walton Litz.......... Little Rock, Ark. 
W. Horace McEver.......... Atlanta, Ga. 
Harold E. McKnight. . Pittsburgh, Penna. 
John Mack................. Chicago, Ill. 
Ivan L. Mast............ Waterloo, lowa 
Wm. G. Mehaffey..... Pittsburgh, Penna. 
Seymour Meltzer....... Rochester, N. Y. 
Wilford U. Myers......... Sikeston, Mo. 
Wm. R. Otter.............. Chicago, III. 
Donald J. Reap............. N.Y., N.Y. 
Howard Rosan.............. AA et AS 
Daniel B. Rothenberg New Hyde Park, N. Y. 
F. Richard Russell....... Memphis, Tenn. 





Ralph A. Santella...... Gloversville, N. Y. 
Francis X. Schumacher, Jr...Sikeston, Mo. 


Bryant Sells.......... Long Beach, Calif. 
Harold N. Sloane........... NOV WM 
J. Doyle Smith............. Atlanta, Ga. 


Wm. B. Snyder..... Bala Cynwyd, Penna. 
Maurice D. Sumney... . Kalamazoo, Mich. 
Edwin Thurman............ Chicago, Ill. 
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: - he invests via life insurance as his 
Upgren Discusses Inflation Hedges method for accumulating an estate for 
retirement. 

It is certainly true that we had low 
that the yield on bonds will be good Look and Listen,” before a hasty pur- interest rates from the mid-1930s to 
whereas this is at least not certain chase of common stocks at today’s the early 1950s. Here was a near 20- 
in the case of common stocks. prices. year period of low interest rates. As 

There is always a “crescendo” psy- In contrast to present low yields on a result, earnings on the sums invested 
chology in connection with stocks. common stocks, yields on bonds are in life insurance companies for pro- 
Certainly the last three years have good. There is every prospect that the tection were then low. It is this pic- 
represented such an atmosphere as did yield on bonds will continue to be ture which has now changed and it is 
1929. The one who wants insurance good for a decade or more into the very likely going to be changed for a 
protection for family in the event of future. Thus the purchaser of life in- generation into the future. 
death would do well to observe th> surance will benefit by the good yields The low interest rates which pre- 
late Prof. W. D. Ripley’s adage, “Stop, which should be earned on the sums vailed from the mid-1930s to the early 


_ IT PAYS TO SHOP 
NATIONWIDE GROUP 


Wakefern Food Corporation of Elizabeth, New Jersey 
discovered this when it switched to Nationwide. 
Wakefern represents 76 cooperatively owned 

Shop Rite Super Markets. As in any firm... publicly 
held or privately owned...Wakefern’s management 
wanted top-notch health insurance protection 

to cover its stores at minimum cost. 

Nationwide combined the requirements 

for each store into one flexible plan. 
No matter what kind of firm you 
represent it will pay you 
to have a proposal 

from Nationwide. 

Just contact: 
Nationwide Group 
Sales Department, 

246 North High Street, 
Columbus 16, Ohio. 






(CONTINUED FROM PAGE 2) 





































































Mr. Maurice Blond, (Left) Blumencranz & Company, agent of record, 
with Mr. David Angus, Jr., Nationwide Regional Group Manager and 
Mr. David Silverberg, Director of Special Services, Wakefern Food Corporation. 
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1950s—even through the entire peri@@ly of it 


of the costly Second World War 
were the result of a quintupling 
our basic monetary reserve, gold. He 
is that story. 

In 1929 our monetary stock of go 
amounted to $4 billion. Devaluation 
the dollar approved on Jan. 30, 19 
increased the value of this bag 
monetary reserve stock of gold to 
billion. As a smaller quantity of go 
was not defined to be a dollar by th 
gold reserve act of 1934, the price { 
gold was accordingly advanced. T 
advance in the price of gold was fro 
$20.67 prior to 1934 to $35 an oung 
according to the terms of the gold rj 
serve act. 

This was our first devaluation 
precisely a century, the last devalu: 
tion of gold having occurred in 183 
As a result of this advance in t 
price of gold by act of Congress, 
less than $10 billion of additional gol 
flowed into the United States in t 
years 1934 to 1939. Then, after 1939, i 
inflow was sharply augmented 
World War II broke out. During th 
war, 1940 to 1945, another $7 billion 
gold flowed to our shores, raising 
one time our stock of gold to the ley 
of $24 billion. This was a sextupling } 
our basic monetary gold reserves. 


Bank Credit Greatly Expanded 































Total bank credit, which is t 
major supply of money in the Unite 
States, was immensely expanded 
the result of this huge expansion 
the basic monetary reserve. Eve 
though the reserve requirements { 
commercial banks were at one tim 
doubled, there were still tremendo 
excess reserves resulting from the hug 
gold inflow. As a result, in just th 
war years the total amount of ban 
deposits and currency expanded fro 
$71 billion in 1941 to $176 billion } 
1945. With this great increase in th 
supply of money and bank credit, na 
urally the interest rates at which t 
credit was offered for use were e 
tremely low. Here we see the cause ( 
low interest rates from 1935 to 19 

All this has now ended. Our go 
stock has been reduced from the hig 
point of $24 billion to a present lev 
slightly in excess of $20 billion. The 
will be no manipulation of the price ¢ 
gold again in the discernible future. 4 
a result, from the supply side of credi 
we do not have the likelihood of sha 
increases in supply such as we had 
the earlier period which kept intere 
rates so low. ' s 


Demand For Credit Good 4 


Turning to the demand side f& 
credit, the outlook is extremely goof 
We have United States indus 
spending $10 billion a year for r 
search and for development. 
leads to new methods of productia 
new capital investment, new produ 
for profitable sale, and new machi 


a Service Guide» 


ACTUARIAL COMPUTING 
SERVICE, INC. 


1389 Peachtree Street, 
N.E., Atlanta 8, Georgia, 
Mg P.O. Box 6192, Tel. 
ili TRinity 5-6727. 


CONFIDENTIAL NEGOTIATIONS 
FOR SALE OF 
INSURANCE COMPANIES 
RALPH F. COLTON 


30 N. LaSalle St. Chicago 2, Ill. 
Financial 6-9792 
































sult, we | 
on capite 
which is 
places fe 
supplies 
the pres 
on the t 
life insu 





1 
present f 


Sees Den 


Consec 


period c 


large de 
cessive C 
This is v 
be satis 
such ac 
made by 
reader V 


3 ly intere 


banks a 
ciations 
crease it 
the fund 
panies. 
In col 
stocks i: 
their pu 
and em] 
is one oO 
tory wh 
has bee! 
on bond. 


Calls Inf 


Despit 
life insu 
bonds, 
argumer 
mutual 
and for 











11, 19 


July 11, 1959 


re perigery Of increased efficiency. As a re- 


d War 
pling 


old. He 


; of go 


uation 4 


30, 19 
is bag 













sult, we now have a high earning rate 
on capital. It is this high earning rate 
which is competing in the market 
places for the somewhat diminished 
supplies of capital that will maintain 
the present satisfactory interest rates 
on the type of investments made by 
life insurance companies well into the 
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future. 

As a result, the average earnings 
on life insurance companies have 
moved up substantially from the 
1930s, 1940s and early 1950s to the 
present for more satisfactory yields. 


Sees Demand Continuing 


Consequently, we have ahead a 


@period opening up with a fine and 


large demand for capital without ex- 
cessive credit supplies being available. 
This is what will produce what should 
be satisfactory interest rates upon 
such accumulation of funds as are 
made by life insurance companies. The 
reader will have noticed how general- 


ily interest rates offered for savings by 


banks and by savings and loan asso- 
ciations have increased. A like in- 
crease in earnings is taking place for 
the funds held by life insurance com- 
panies. 

In contrast, the yield on common 
stocks is low at the very time that 
their purchase is now so very widely 
and emphatically urged. In fact, this 


ita is one of the few periods in our his- 


tory when the yield on common stocks 


has been and still is below the yield 
a on bonds. 


Calls Inflation Unlikely 


Despite these strong arguments for 
life insurance with funds invested in 
bonds, there might still be a good 
argument for the’ investment in 
mutual funds for variable annuity, 
and for other forms of investment, 


primarily in common stocks. The 
probability that this form of invest- 
ment would be desirable would de- 
pend heavily upon the outlook for con- 
tinued inflation. This outlook is cer- 
tainly not bright. The analysis follows: 

The record of prices in the U. S. 
for the past 150 years gives little com- 
fort to those who claim that invest- 
ments must be made in equities and 
common stocks in order to protect 
against inflation. Inflation in the past, 
except for wartime periods, has been 
the exception and very far indeed 
from the rule. It is true that in war- 
time periods prices rise, but they 
generally do fall a great deal after the 
wartime period has come to an end. 

This was true after the Napoleonic 
wars in 1815, after the civil War end- 
ing in 1865, and after World War I 
when prices plunged precipitously, 
though they did not reach the levels 
prevailing before the outbreak of 
World War I. It has not yet been 
true after World War II and, because 
of the already discussed great increase 
in our supply of currency and bank 
credit, it is not likely that prices this 
time will fall sharply. 

The impressions of inflation which 
are prevalent today are impressions 
gained from a very peculiar set of 
circumstances which certainly do not 
augur that such inflation will be re- 
peated. Moreover ,the record does not 
show evidence of creeping inflation. 
Rather, what has happened has been 
that in World War II (and immediate- 
ly after) there was a very sharp rise 
in prices, with the cost of living fully 
doubling. 

Then in late 1948 prices started to 
decline only to rise again with the 
outbreak of the Korean War in mid- 
1950. That rise in prices was sub- 
stantially ended by 1951. 

Then came five years in which the 
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cost of living remained more stable 
than perhaps in any five years in our 
country’s history. In this five-year 
period, wholesale prices declined about 
6%. Finally came the period from 
March, 1956, through July, 1958, in 
which the cost of living rose almost 
8% in almost 2% years. Whether this 
final period of price rise can be called 
creeping inflation can be left to the 
judgment of the reader after the facts 
on the record of inflation in the U. S. 
have first been established. 


Price Record By Periods 


Because the view that we have had 
inflation over many decades is so 
common, this price record is given in 
detail for different periods. 

The record of prices in the U. S. 
from the end of the War of 1812 or 
the end of the Napoleonic Wars to the 
present time is not a record of infla- 
tion by any means. Rather it is a 
record of stable prices for some peri- 
ods, falling prices for long periods, 
and rising prices only in wartime 
periods or in very limited peacetime 
periods. 

In fact, dealing first with the 
price level for commodities (which is 
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available for a long period), the fol- 
lowing conclusion can be drawn: 

1. The index of wholesale prices for 
commodities was no higher in 1940 
than in 1840. 


1812-1940 Record 


2. From 1812 to 1940, there were 
about five years of falling prices for 
each year of rising prices. 

3. There have been only two periods 
of marked: and fairly long-run peace- 
time periods of rising prices. These 
were from 1898 to 1913 and from 1956 
to 1958. In the case of a price rise in 
each of these two periods, there were 
special causes and they are not likely 
to be recurring causes. 

We all realize that there has been 
a very marked rise in prices from 
1940 to the present time. Price behavi- 
or in that period will receive major 
attention. It is desirable, however, to 
preface this by a review of the his- 
tory of prices in the United States 
from 1812 to 1940. 

In this period the price level in the 
U. S. was a declining price level. To be 
sure, prices rose after 1849. This was 
because of the discovery of gold in Cal- 
ifornia and in Australia. These dis- 





This All-Star A. & H. 


Line-up Can Make You the 


OUTSTANDING 


Association Group 
Aviation Accident 
Blanket Medical Expense 
Business Expense 
Campers Medical Expense 





In Your Community! 


Accident & Health Producer 


+ + + + HH 


Cancer, Polio, 

Specified Disease 

Credit Disability 
Custom-Tailored A. & H. 
Franchise 








To become the OUTSTANDING A. & 
H. specialist in your community (and 
who wants to settle for anything less) 
—you need complete and unexcelled 
facilities. You need a selection of polli- 
cies so extensive that you can offer 
every needed protection to individuals 
—to families—to groups. You need 
policies so good that year-after-year 
renewals are assured. You want some 
exclusive policies (our Comprehensive 
Major Medical is one) that keep you 
a long step ahead of your competi- 
tors. 

All this American Casualty can offer 
you. The list at the right gives you a 
sampling of what's available . . . and 


is one of the reasons why annual A. 
& H. volume by ACCO agents has in- 
creased nearly 5400 percent in the 
past 15 years! 

For more detailed information, just 
mail the coupon. 


AMERICAN CASUALTY 


+ + + + + OF FH HH HH HH HH HF 


Guaranteed Renewable 
Hospital Expense 
Impaired Risks 
Income Replacement 


Major Hospital 
Major Medical 
Overage Policies 
Rent Replacement 


Student Protection 
Travel Policies 
Volunteer Fireman 
Youth Policies 


59 Branch and Service Offices Coast to Coast 


HOME OFFICE—READING, PENNSYLVANIA 


AMERICAN CASUALTY COMPANY, Reading, Pa. 





Please give me more information about ACCO’s across-the-board A. & H. facilities. 
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Address 








City 
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‘ WANT ADS 


Rates—$22 per inch per insertion—1 inch 
minimum—sold in units ef half-inches. 
Limit—40 werds per inch. Deadline 4 P.M. 
Friday of week before publicatien in Chicago 
office—175 W. Jackson Blvd. Individuals 
placing ads are requested to make payment 
in advance. 
THE NATIONAL UNBDERWRITER— 
LIFE EDITION 






















— 
LIFE UNDERWRITER 


Fabulous opportunity now open. If you have had 
2-4 years experience in underwriting and policy 
issue, but find yourself in a dead-end job... 
we want to talk to you. 








We are a rapidly expanding Chicago organi- 
zation that plans to triple insurance in force this 
year. We want you to take over the full respon- 
sibility for underwriting and policy issuance. We 
will give you a liberal salary to start, plus the 
opportunity to develop a place in the top man- 

g t of the C 
Send us a complete summary of your experience, 
as well as an outline of your personal back- 
ground and salary requirements. Reply to Box 
H-47, c/o The National Underwriter Co., 175 W. 
Jackson Blvyd., Chicago 4, Ill. 
















pany. 














EUROPEAN OPPORTUNITY 


A prominent Eastern insurance company 
with an expanding agency in Europe 
writing military and American business 
people offers top contracts to top agents 
who still retain some adventurous spirit. 
Openings are available in England, Ger- 
many, France, Spain and North Africa. If 
you are interested in and capable of real 
production, coupled with tremendous in- 
come tax advantages, write for full par- 
ticulars in confidence. Send personal 
details and photograph to Robert H. 


Rose, 82 Portland Place, London, W. 1. | 


A Real Opportunity 


with unusual promotional possibilities can be of- 
fered you in GROUP PENSION SALES with NATION- 
WIDE INSURANCE. 


Position is available in our Southern territory at 
Charlotte. North Carolina, for a capable man with 
at least 2 or 3 years’ experience. Your starting 
salary will be commensurate with your experience 
and our employee benefits will more than please 
you. if you are looking for a spot with a promising 
future, write a brief résumé of your education and 
experience to the EMPLOYMENT DIVISION, NATION- 
WIDE INSURANCE, COLUMBUS, OHIO. All replies 
will be strictly confidential. 































































INSURANCE COMPANY WANTED 


Investment Firm interested in the acquisition of 
an Insurance Company which may be expanded 
by additional capital. Write Box H-20, c/o The 
Nationa! Underwriter Co., 175 W. Jackson Bivd., 
Chicago 4, Ill. 








ASSISTANT TREASURER 


For Life insurance company. Man with a degree 
in accounting or its equivalent. Experienced in 
insurance accounting, either in the home office 
of an insurance company or through the public 
auditing field. Midwest city under 100,000 popu- 
lation. Write Box H-35, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








ATTENTION PLEASE 


Have excellent background of successful home 
office agency work and several years as General 
Agent. Desirous of obtaining position in top 
management in home office agency work in the 
Southwestern part of U.S.A. Reply Box H-46, c/o 
The Nationa! Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 











AVAILABLE SOON 


Regional Director of Agencies or Agency Vice 
President. Very broad background of successful 
recruiting, training, motivating, brokerage and 
Agency Administration. A dependable well 
seasoned Life Agency man. Write Box H-49, 
c/o The National Underwriter Co., 175 W. Jack- 
son Blvd. Chicago 4, Ill. 
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coveries substantially enlarged the 
gold supply. That led to enlarged bank 
reserves and bank credit. As a result 
there was a moderately rising price 
level from 1849 to 1861. However, in 
almost all of this half century the 
struggle to attain an adequate supply 
of money was far more difficult than 
the struggle to expand our nation’s pro- 
duction. 

Financial collapses were frequent 
and one of the most severe of all took 
place in 1837. A similar collapse took 
place in 1933, a century later. 


(CONTINUED 


icies on Mr. Healthy and Mr. Disabled 
when disability buy-out payments be- 
come effective: “Selling partner trans- 
fers to purchasing partner all right, 
title and interest to all policies owned 
by selling partner on life of purchas- 
ing partner which are subject to this 
agreement. Purchasing partner main- 
tains in force policies owned by him 
on selling partner until all promissory 
purchase notes paid in full. There- 
after, purchasing partner deals with 
such policies as he wishes.” 


Tried Disability Approach 





War Financing Boosted Prices 


As a result of loose methods of war 
finance, including the issuance of 
greenbacks or inconvertible paper 
money, prices rose from 1861 to 1865. 
Prices will probably always rise with 
war. Goods then do become scarce, 
as they are not in productive America 
in peacetime. 

In this 32-year period, prices de- 
clined. They declined substantially. 
This 32-year period can be added to 
the earlier 49-year period, 1812-1861, 
when prices also essentially fell for 
the whole period. This makes over 80 
years of falling prices and five war 
years of rising prices. In addition, 
from 1866 to 1898 there were three 
extremely complete and drastic fi- 
nancial crises and deep economic de- 
pressions. 

In the century since the end of the 
War of 1812 or the end of the Napole- 
onic wars, this 15-year period is the 
only peacetime period, of decisively 
rising prices. In this period, prices 
rose 50%, thus making up the price 
decline from 1866 to 1898. 

It has been said that William Ran- 
dolph Hearst started the Spanish- 
American War in order to get prices 
moving upwards because prices al- 
ways move up in wars. The war, how- 
ever, being a six-week affair (in 
Cuba) did not turn the trick. The 
trick was turned by science. 


7. Provision for contingency of 
death during period disability buy-out 
payments being made? “If selling 
partner died before all notes paid, pur- 
chasing partner receives insurance 
proceeds and pays balance due to legal 
representative of selling partner.” 

This was the first firm I ever sold 
on disability buy out. That was over 
10 years ago. I couldn’t get to first 
base until I used the disability ap- 
proach with their accountant. At that 
time, I sold $300 a month of non-can 
disability income insurance and $20,- 
000 of five-year convertible term in- 
surance on each of the two principals. 

I have since sold these two men an 
additional $300 a month of non-can in- 
come protection, $100,000 of additional 
business insurance, most of it on a 
permanent form, and a considerable 
amount of personal life insurance. 
Presently, they carry $600 a month of 
disability insurance. 


No Tax Disadvantage 


I want to bring up another matter. 
This deals with taxation. What we 
propose would appear on the face of 
it to be a tax disadvantage, because 
we suggest that where a corporation 
is involved, the corporation does not 
take a tax deduction for the premium. 
While this would appear to be a dis- 
advantage I would like to show you 
how this is beneficial indeed—tax- 
wise. This is what I mean: 

Those who have taken a firm stand 
against the disability provision, have 
based their position on what they felt 
are two negative circumstances. First 
was the absence of funds to support 
the buy-out obligation. We now know 
that funds can be provided for in- 
stallment purchase by the use of dis- 
ability insurance. 

The second objection is that the 
buyer and seller would have an un- 
favorable tax position. I wish to em- 
phasize that the principal purpose of 
including a disability provision is not 
to take advantage of a favorable tax 
climate. The intent rather is to make 
the best of an unfortunate situation. 
With this in mind, we suggest two 
approaches: 


Cyanamid Process Did It 


What happened was that science 
developed the cyanamid process of 
mining gold. Prior thereto, gold mined 
was alluvial gold. Now gold in rock 
veins could be crushed and the gold 
extracted chemically. As a_ result, 
from the early 1890s to 1913, the an- 
nual rate of the world’s production of 
gold quadrupled. (There will be an 
interesting parallel for this for the 
years from gold devaluation in 1934 
to 1948 when we mined gold out of 
legal fiat again to quadruple its sup- 
ply.) 

With the supply of gold being mined 
annually undergoing a four-fold in- 
crease from the 1890s to 1913, bank 
reserves permitted a large bank credit 
expansion. This was the cause of the 
price rise. 

Thus there was this 15-year peace- 
time period of inflation of prices from 
1898 to 1913. Two facts stand out with 
respect to it. First, there is the fact 
that it required a definite cause—the 
expansion of gold production—to pro- 
duce the inflation. Second, this 15- 
year period of rising prices is only 
one-sixth of the 100-year period from 
1812 to 1913. Except for five wartime 
years and this 15-year period, prices 
were constant or falling in the rest of 
this 100-year period. 


Two Plans 


Under Plan I, in a corporation, key- 
man accident and sickness insurance 
is purchased, with the usual tax con- 
siderations. This insurance is either 
completely independent of the buy-out 
agreement or integrated with the 
agreement to cover a stipulated pre- 
liminary period during which the buy 
out provision is not operative. 

Under Plan II, key-man A&S in- 
surance is purchased with the corpo- 
ration as owner and beneficiary. The 
premiums paid by the employer will 
not be deductible since the benefits 
under the policy will be paid to the 
corporation. The proceeds become part 


The second and final installment of 
Prof. Upgren’s talk, including his 
conclusion that the inflation argument 
against life insurance is a weak one 
that can be dangerous as a guide for 
the family wishing to establish eco- 
nomic protection for all its members, 















will appear in a subsequent issue. of the general assets, whether or not 
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they are used to fund a plan of dis 
ability payments. 

The tax treatment of the benefi 
the corporation receives from the Gis 
ability policy has been the subject o 
much uncertainty. Following norma 
rules of tax logic, which do not al 


ways produce the correct answer, j 
would appear that receipts flowing 
expenditure 


from non-deductible 
should be excludible from gross in 
come. The 1940 case of Kastner Ga 
rage, Ltd. supports this position. 
Receipts by the stockholder are in. 


cludible as capital gains. Under this 
arrangement, however, the corporation 
may apply the tax free proceeds of the 


disability policy to its obligation un 
der the buy-out agreement. If, in ad 


dition, the corporation were to make 


payments to the employe stockholde 


under a wage continuation plan, th¢ 
payments would be deductible by the 


corporation. Payments of up to $10 
a week would be tax free to the em 
ploye. 


In our opinion, buy-out unde 


Plan II should start after an_ initial 


period of wage continuation. The cor. 
poration should use its tax-free ben 


efits under the policy to fund at least 
part of its buy-out obligation. Now, lef 


us look at the income tax effects o 
disability provisions in  partnershiy 
agreements. 


The Internal Revenue Service hag 


ruled that amounts paid by a partner- 
ship to a partner may not be exclude 
from the partner’s gross income if he 
is absent from work because of acci- 
dent or sickness. This principle has 
been adopted in the income tax regu 
lations respecting so-called “guaran- 
teed payments” taxable to a partner as 
ordinary income. 


Partnerships Owner-Beneficiary 


If a partnership is owner and ben- 
eficiary of A&S insurance on its part- 
ners, benefits received by the part- 
nership and paid to a partner will be 
taxed in full as guaranteed payments. 
Yet, if the payments are made directly 
to the partner, they will be completely 
excludible from gross income. Of 
course, when taxed to the partner as 
guaranteed payments, such _ benefits 
are deducted in computing the part- 
nership’s net income. This has a ben- 


eficial effect on the taxable shares of! 
the other partners. For most advan- 
tageous tax treatment, disability ben- 


efits should be paid directly to the 
insured partner. 

It is well established that premiums 
paid by one partner for life insurancé 
he owns on the life of another partner 
do not constitute deductible business 
expenses. The same is true of premi- 
ums paid by one partner for disability 
insurance on another partner. If the 
partner paying the premiums is owne 
and beneficiary of the policy, he will 
receive tax free money with which to 
fund part, if not all, of his obligation 
under a disability buy-out provision. 


Solution Not Ideal 
This solution is not ideal. The bur- 
den of maintaining an indefinite part- 


nership with a disabled partner, evel 
if he receives benefits under a dis- 


ability policy, may be unbearable, both’ 


financially and otherwise. 


Disability provisions in a partner | 
ship agreement may contemplate 2) 
waiting period during which the dis-} 







abled partner will receive A&S bene- 
fits. These will either be taxable to 
him (if paid by the partnership) of 
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eived tax free (if paid directly from 
e insurance company). This period 
ould be similar to the wage con- 
jnuation period under a corporate 


n of distian, except that if benefits are not 


benefi 


eived by the disabled principal di- 
tly under the policy, the usual $100 


the dis$ week exclusion is not available to a 
ubject o artner. After the waiting period, pay- 


; norm 


. not al 
iswer, j 


flowin 
onditur 
ross in 
ner Ga 
1. 

- are in 
der thi 
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is of th 
tion un. 
, in ad 
to mak 
*khold 
lan, th 
' by th 
to $10 
the em 


ents would be made by the partner- 
ip to buy the partner’s interest with 
e tax effects previously described. 


Corporation Can Decapitalize 


If there is not enough money to 
uy the entire interest, purchase of 
uch part of the interest for which 
ere is enough cash combined with 
restriction of the voice of the disabled 
rty in the business may do the 
trick. Time does not permit a discus- 
sion of this technique. 

In the case of the corporation, the 
same objective may be achieved by a 
recapitalization in which the disabled 
stockholder’s common stock is called 
in and exchanged for common and 
preferred stock. The new common 





stock is then redeemed from the dis- 
abled stockholder, the A&S benefits 
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being used for this purpose. 

This transaction results in a capital 
gain to the stockholder. Thus, the dis- 
abled stockholder loses his voice in 
the affairs of the corporation. The 
preferred stock is then purchased from 
him at a later date when funds are 
available. This, too, results in capital 
gain treatment as a complete termina- 
tion of interest. 


Estate Taxes 


How about the partnership, now? 
The partnership version consists of 
purchase of that part of the disabled 
partner’s interest for which accidcnt 
and sickness benefits provide funds 
plus a change of his status from a gen- 
eral to a limited partner, with no voice 
in the affairs of the partnership. 

Now to estate taxes. What effect 
does the disability buy-out provision 
have? The tax on the gross estate will 
not increase, if a corporate employe 
dies before any benefits become pay- 
able under his disability policy. This 
is true whether benefits would have 
been payable to him directly or through 
the corporation. 

The appropriate revenue _ ruling 
provides that where business associ- 
ates purchase policies of insurance on 
each other’s lives, the proceeds are not 
includible in the estate of the de- 
ceased. The same rule should apply to 
A&S policies. In any event, since pay- 
ments cease after death, no interest 
remains which could be included in 
the gross estate of the decedent. 


Waiting Period After Disability 


In fixing the values of a business 
interest for estate tax purposes, the 
virtues of a buy and sell agreement 
effective at death have been set down 
many times. Let’s look at what pur- 
pose will be served by such an agree- 
ment effective on disability. 

Some agreements provide for a 
waiting period after disability during 
which the stockholder-employe is to 
get wage continuation payments, or a 
partner is to get disability benefits 
with buy-out deferred. On death dur- 
Ing such waiting period, the usual 
Tules governing buy-out on death will 
prevail. 

Let us suppose that buy-out has 
begun during disability and payment 
Ils being made in installments. In the 
event of death during this period, 
there should be no question concerning 
the valuation for estate tax purposes, 
the valuation having been fixed by 
the sale. There is greater validity to 
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a price fixed in a contract which has 
developed into a sale than in a con- 
tract which goes into effect on the 
death of a party whose interest is be- 
ing purchase. 

Now, I would like to talk for a mo- 
ment about sales. Here is how we sell 
this idea: 


Disability In Buy-Out Rare 


We do a lot of work in the business 
insurance field. It is rare indeed, that 
we see a disability provision in a buy- 
out agreement. It is our hope that 
this situation will change. In fact, 
since the change has not yet occurred, 
this field offers unlimited opportunities 
not only for the sale of disability in- 
surance but also additional life insur- 
ance. 

Our approach is to ask the business 
man the following questions: 

“Mr. Jones, I assume, that like most 
partners, you have a buy and sell 
agreement. Is that right?” 

If his answer is “no,” we throw all 
our arguments at him of the need 
for a business will to protect his most 
important possession next to his fam- 
ily—his source of income. 

If his answer is “yes,” we say, “I 
assume the buy and sell covers what 
happens to your respective interests 
in the event of death, is that right?” 


Usually Has Life Insurance 


If he answers “yes” to this, we 
then ask, “Will there be money to buy 
the interest of the deceased?” 

We are usually told that the firm 
carries a certain amount of life in- 
surance on each partner. During the 
discussion, we get an idea of the value 
of the business at that time, but do 
not pursue the fact that their life in- 
surance is not adequate. 

We go on to the next question which 
will probably establish the prestige 
needed for our sale. 

“If either of you were to have a 
serious and long term disability, which 
is more likely than death in the av- 
erage business, where would the in- 
come for the disabled come from? 

“Would the income of your business 
drop if one of you principals had a 
serious disability and could not con- 
tribute to the business? If that income 
were to drop, where would the money 
come from to pay salaries to you, your 
partner and anyone you might be 
compelled to hire to fill the gap cre- 
ated?” 


Seriousness Not Realized 


Most partners and stockholders to 
whom we pose these questions tell us 
that they have never considered the 
seriousness of this problem. 

We then continue: “If I could show 
you a plan that would provide the 
funds to cover this contingency, would 
you save $100 a month now while you 
and your partner are well and able to 
contribute your entire efforts to this 
business? This $100 a month now 
would provide approximately $600 a 
month to either or each of you in the 
event of disability from sickness or 
accident. 

“In other words, the $100 a month 
while you are both doing your full 
share of work would produce income 
of either $600 a month for one, or 
$1,200 a month for both, whenever the 
disability emergency arises.” 

Based upon the preliminary discus- 
sion, we use a premium figure which 
should provide sufficient income for 
the disabled. If they balk at the $100 
a month, we reply, “As you recall, we 
asked could you, not would you?” 
Then we try to arrive at a premium 
which they will consider. 

What do we recommend for the 


partner and stockholder who do not 
qualify for disability insurance? You 
can create a sinking fund for him. 
Some people who do not qualify for 
disability insurance will qualify for 
life insurance. You might use a per- 
manent form of life insurance. You 
might use a permanent form of life 
insurance with disability waiver of 
premium where available. If not, a 
retirement annuity or savings account 
may be used for this purpose. 

For your information, our agency 
has been selling disability insurance 
on this basis for many years. We have 
never had a lapse of one of these buy 
and sell disability policies which means 
that once the need has, been estab- 
lished properly, the business persists. 


A Substantial Renewal Account 


By recommending accident and sick- 
ness in the buy and sell agreement, 
you can build up a substantial re- 
newal account. This means increased 
take home pay for you. If field men 
and women will present this idea to 
business people, they will be adding to 
the financial security of a very im- 
portant part of our population and 
strengthen the American economy. 
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Inclusion of a disability provision 
will prevent you from ever being in 
the uncomfortable position of being 
asked by a disabled client, “Why didn’t 
you provide the answer to this very 
serious problem in my buy ané sell 
agreement?” 


Friendly Suit To Test Tex. 


Law On Association Groups 


In an attempt to clarify a section of 
the Texas insurance law that is some- 
what vague with respect to certain 
aspects of association groups. State 
Mutual Life has agreed with the Texas 
department to prepare a friendly ac- 
tion as a test case through cooperation 
of State Mutual’s general counsel and 
the Texas attorney-general’s office. 

The section involved is the one that 
prevents the sale of association group 
cases in Texas. The company’s position 
will be that an association group policy- 
holder domiciled outside of Texas may 
include among its certificate holders its 
associates in Texas. 

“It is an action solely for the purpose 
of establishing a firm interpretation of 
somewhat ambiguous statutory provi- 
sions,” State Mutual Life said. 
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HELP in paving the 
way for successful in- 
terviews is provl ed 
North American field 







Hard work or good luck? 


Canadian humorist Stephen Leacock once said, 
“I am a great believer in luck and I find that the 
harder I work the more I have of it.” And Mr. 
Leacock was so right. It’s amazing how we credit 
to good luck so many of the results of plain old 
hard work. In every field of endeavor, the success- 
ful are considered lucky. 


men by newspaper ads 
like this appearing 
nationally in Nalac 
arkets. 
if It’s one way Nalac’s 
CONFIDENT LIVING* 
approach is working to 
assure CONFIDENT 









Take Sir Frederick Banting. His discovery of 
insulin has saved the lives of thousands of 
diabetics. He found secretions in the pancreas 
that led him to insulin. Looks like luck, 
doesn’t it? But Dr. Banting had first spent a 
year doing careful research that made him 
suspect just what he would find. When the 
discovery came, it was not through luck. 


SELLING for its men. 
Complete portfolio of 
Life and S&A. Ask for 
Brochure BO-321. 


* Exclusive North American 
service mar 























Over 
$3, Billion of 
Life Insurance 
in Force. 


Home Office: 
Minneapolis, Minnesota 


Canadian Head Office: 
Hamilton, Ontario 








But there is one sort of luck you don’t intention- 
ally make for yourself, and that’s bad luck. For 
example, you can’t stop sickness or accident from 
hitting hard and unexpectedly. But even if you 
can’t prevent such bad luck, you can prepare for it. 
One good way is with North American’s io7- 
cancellable disability policy. It smooths out the 
rough spots by delivering a regular pay check 
when you're laid up. And North American’s 707- 
cancellable policy is yours to keep until you are 
65. Nobody can cancel it, change it, or boost the 
premium—no matter how many claims you make. 
Ask your local North American representative 
about it. It could be your lucky day. 









Call on the North American repre. 
sentative in yous 






NorRTH AMERICAN 
Life and Casualty Company 


H.P.Skoglund—President J.E.Scholefield, CLU—Vice President, Director of Agencies 


NORTH AMERICAN INSURES CONFIDENT LIVING 
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Picks Government A&S Coverage Over Voluntary 


(CONTINUED FROM PAGE 6) 


senior citizens is possible. However, 
he added, degree and pace of increases 
are dependent upon the number of in- 
sured persons who “grow old under 
the plan.” Many self-employed per- 
sons with small incomes and many 
family dependents are likely to remain 
uninsured, he said. 


Preblem Of Keeping Coverage 


“How long senior citizens will be 
able to maintain their insurance de- 
pends upon development of lifetime 
insurance under both individual and 
group contracts. This implies readiness 
of all commercial insurance carriers 
to discontinue the practice of termi- 
nating contracts for reasons of health 
and age and, equally important, pay- 
ment of higher premiums of all in- 
sured people during the yoars of earn- 


ing. The introduction of such 
provisions in group contracts raises 
countless questions of personnel policy 
by employers and of labor-manage- 
ment relations, in addition to those 
about method of financing and regular 
collection of the premiums,” he said. 

In outlining the case for financing 
health services for the over-65 group 
through social security, Dr. Goldmann 
said that use of the OASI approach 
has “clearly definable advantages and 
potential advantages.” 


Advantages Of OASI 


Covering ‘some of the advantages, 
he said, “as nine out of 10 gainfully 
employed persons are already covered 
and the contributions toward the cost 
of the present benefits are regularly 
collected by OASI, most of the future 
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FLEXIBLE INCOME 
FOR LIFE CONTRACTS 


Optional deferred maturity provision, offers... 


defer settlement for up to five years and leave 


proceeds with the Company to accumulate at 


@ at any time within this five year period he can: 
Draw out cash value plus interest. 


Start receiving monthly retirement checks 


under any of six optional modes of settlement. 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA, PENNSYLVANIA 


date, policyowner can 


The 








senior citizens and their survivors 
could easily acquire paid-up insur- 
ance for health service as well as for 
income maintenance. They would qual- 
ify for health services through regular 
prepayments during the working years 
and be eligible for them regardless 
of place of residence. 

“To future senior citizens this would 
mean protection through organized 
self-help. To physicians in private 
practice and the voluntary hospitals 
and institutions for long-term care, 
advantage would lie in the certainty 
of payment for services rendered to 
senior citizens. 

“There would be a marked reduc- 
tion in the expenditure of general tax 
funds for the care of senior citizens 
and the maintenance of families im- 
poverished because of the illness of 
an elderly member. 

As for disadvantages, Dr. Goldmann 
continued, “Inclusion of health bene- 
fits in OASI would be of a limited 
value if the pattern of benefits set by 
most of the voluntary plans were fol- 
lowed by giving priority to hospital 
care and surgical service, and it would 
be open to serious question if the 
emphasis were placed on the payment 
of medical bills rather than on main- 
tenance of high standards of service. 
These dangers can be avoided, though,” 
he said. 


300-Plus Leading Producers 
Of Paul Revere Life Meet 


More than 300 leading producers of 
Paul Revere Life and Massachusetts 
Protective Association met in regional 
sales conferences at French Lick, Ind., 
and San Francisco. 

Honored at the conferences were 
members of the President Club, whose 
officers include Frank Lazarus, Bos- 
ton, president; Shirley Verdon, Miami, 
vice-president; and Arthur J. Warren, 
Milwaukee, Cecil T. Overfelt, Billings, 
Mont., and Donald T. Hayward, Wich- 
ita, all regional chairmen of the board. 

On hand from the home office were 
Frank L. Harrington, president; John 
J. Plumb, vice-president and director 
of agencies; Edward R. Hodkins, vice- 
president; William R. Emery, man- 
ager of life insurance sales, and Fred- 
erick B. Mitchell, manager of train- 
ing. 


Flint GAs, Managers Elect 

Prescott G. Averill has been elected 
president of Flint General Agents & 
Managers Conference. He is a division 
manager for Prudential and a _ past 
president of Flint H&A Underwriters 
Assn. Other new officers are: Verne 
A. Bourassa, assistant general agent 
Aetna Life, vice-president; C. T. Mil- 
ner, Great-West Life, secretary-treas- 
urer. 
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Wihy Wait? 


There has been much talk about the life insurance industry offering the public an annuity based on 
common stocks. It seems that something will be done along this line sometime in the future—but 


why continue to wait? 


The modern insurance salesmen selling Standard Life can (when properly licensed) offer their 
prospects and clients an equity investment that pays a retirement income for life. Yes, this program is 
the only one of its kind in the world. Don’t twiddle your thumbs until you are equipped with such— 


instead write me today for full details. 


orado - 


Missouri « 


LIFE INSURANCE GENERAL AGENCIES OPEN IN Arizona « California + Col- 
Connecticut - Delaware - 
Kentucky + Louisiana + 
New Hampshire » New Mexico - Ohio + Oklahoma + Pennsyl- 
vania + Tennessee + 


Am. Z. Tloel, Agency Vice - President 


Flovida - Georgia «+ Illinois + Indiana 


Maine + Maryland » Massachusetts + Michigan 


Utah + Virginia + West Virginia + D. of C. » Hawait 
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Says Leadership Is 
More Than Just A Title 


(CONTINUED FROM PAGE 6) 


obligations to the public and to e 
ployes, as well as to owners, and 0 
the purpose, place and relationship 0 : 
each element in the total effort,” Mp! selling 
MacDonald said. en fail 

He defined the business of manageffhose that 
ment as “the organization and coor. The hai 
dination of money, plant, material pence 
and men into their maximum producf*¥S C74 
tive value and usefulness.” ailed in 

He pointed to the necessity of using!” bigs 
and adapting established principles t@veF® "°V' 
constantly changing problems and cirgh¢ T80Fs 
cumstances. The final accomplishmeng™SS!0 S¢ 
of this, and successful management ig [CO™P' 
general, depends chiefly on the seleqpothins . 
tion, the quality, and the effort of th herefore 
executive staff and the personnel whet them 
give life and usefulness to otherwigf of the 
inert money, plant and materials. ft nes 

Mr. MacDonald said that it wapituation 
worth noting that the man  whprobably | 
achieves executive rank usually fi 
attracts attention by bringing substan 
tial added values to any task assigney Having 
to him. He puts more values into hignterest i 
work than are expected and he is an adext step 

























easure I 


complishment worker rather than @pre his ck 
mere “money maker.” ave a VI 
m . easurem 
Hunting License For Opportunity biased as | 
“In the competitive life insuran@ There a 


world in which we work, kKnowledgihe checket 
is only a hunting license for oppomphances fc 
tunity,” Mr. MacDonald stated. ‘“Th#Most impo 
value of experience depends so muc@ Aptitude 
on what a person makes out of ighe qualiti 
Ten, 15 or 20 years of experience cagguccessful 
be nothing more than the experiendhave demc 
of one year repeated 10, 15 or 20 timegfurrently | 

“Whether responsibility and authofgnd other: 
ity are large or limited, the execwfhese come 
tive on any level has to be a leadefvailable 1 
But authority alone is never enougiministered 
to insure cooperative effort. Placefis early as 
in the wrong hands it can produ Compatil 
problems that are both unexpect@hew agent 
and unnecessary. Leadership is commportant | 
ferred by the confidence of associatajf you and 
not by title or authority.” ot “his ty, 

Among other characteristics of fhas on the 
successful life insurance executiypucceeding. 
discussed by Mr. MacDonald were thyill deader 
ability to think objectively; an abilif~y weaker 
to distinguish between what is effegMany a go 
tive and ineffective; an ability to singn the wro 
plify complicated projects; simple, dhe vine. 
rect thinking; a keen understandit 
of human nature and relationship 
and acquiring a practical philosoph™ During 
partly based on the observation of tijotential : 
mistakes and achievements of oth@pther unde 
men. omance an 
ance will © 
gs. 


Life Institute's Daniels = 
eet the ¢ 


Leaves For Far East Tour 
Agency. He 


Arthur C. Daniels, vice-presid@iecision as 
and secretary of Institute of Life york with 
surance, has left for a six-week t nbly throwr 












Successful | 


to the Far East that will include thr You and 
weeks in Japan and one week Mhenofit. Yo 
Thailand. He will also visit Holy not this 
Kong, the Philippines and Hawaii. compatii 


The purpose of Mr. Daniels’ trip). made o1 
to give a series of lectures on life yoy might 
surance in the United States to aud 
ences of insurance men in Japan @ 
Thailand. His trip is being sponso 
by life company associations in tho 
countries. 

Mr. Daniels will be accompanif 
by his wife, and further plans are ff 











them to return to the United Stat 
Aug. 15. Lenard 
abe Co: 
All American L.&C. has been Market S'! 
censed in the District of Columbi] Pitadelphia 


The company is now licensed in 
states. ‘ 





Give him a balanced picture. Stress 
ne day to day requirements of the job 
f selling A&S. Point out that many 
en fail to make the grade, although 
those that do are very well paid. 

The hard work side of selling A&S 
surance must be brought out. Sur- 
reys conducted among men who have 
in our business indicate that 
- Bheir biggest complaint is that they 
vere never brought face to face with 
Bhe rigors of field activities and com- 


Incompetent or 
Hothing but headaches to an agency. 
nerefore, it is far better for you and 
or them if you don’t sugar-coat the 
ob of the agent during your precon- 
ract negotiations. If the truth of the 
‘ituation can frighten a man off, he 
Wrobably isn’t worth having. 


easure His Chances 


Having aroused a potential recruit’s 
Mnterest in becoming an agent, your 
ext step should be to carefully meas- 
re his chances for success. You each 
ave a vital interest in making this 
easurement as accurate and as un- 
biased as possible. 

There are several areas that should 
abe checked into in measuring a man’s 
hances for success in the A&sS field. 
ost important are: 

Aptitude: Is this man endowed with 
ihe qualities and characteristics which 
uccessful agents in the A&S field 
ave demonstrated? Aptitude tests are 
urrently being worked on by LIAMA 
pnd others to help you find out. If 
hese come out, and if they are made 
bvailable to you, they should be ad- 
ministered to your potential recruits 
hs early as possible. 

Compatibility: The climate that a 
ew agent finds in an agency plays an 
mportant part in his success or failure. 
f you and your agency personnel are 
ot “his type,” no matter how much he 
as on the ball, he will have difficulty 
ucceeding. The clash of personality 
will deaden his enthusiasm and there- 
by weaken his chances for success. 
any a good agent who was planted 
In the wrong agency has withered on 


Successful Marriage 


During preinduction, you and your 
recruit can observe each 
ther under working conditions. The 
omance and novelty of your acquain- 
ance will wear off after a few meet- 


The prospective agent will get to 
eet the other personalities in your 
Agency. He can make an arms-length 
lecision as to whether or not he can 
ork with them before he is irrevoc- 
bly thrown in with them. 

You and your associates, likewise 
benefit. You can each decide whether 
pr not this new personality is going to 
be Compatible. This decision need not 
be made on the spur of the moment. 
Hou might arrange for several meet- 


ACTUARIES 




















Lenard E. Goodfarb, F.S.A. 


Consulting Actuary 
Market Street National Bank Building 
Philadelphia 3, Pa. 


Rittenhouse 6-7014 











LIFE INSURANCE EDITION 


Says Precontract Training Important In A& 


(CONTINUED FROM PAGE 11) 
burns his bridges behind himself in 


ings to observe how he operates when 
his guard is down. If everyone feels 
after these meetings take place that 
the “marriage” will succeed, it prob- 
ably will. 

Desire to succeed: One of the most 
important qualities to look for in an 
agent is an urge to succeed. 

He must have this characteristic if 
he is to keep going, interview after 
interview, until he closes a sale. It 
conditions his moral fibre, so that he 
can take rebuff after rebuff without 
losing faith in himself, his business or 
his future. 

No test has yet been devised that 
adequately measures a man’s drive. 
The best test is observation. Watch a 
man under stress and strain. Look over 
his shoulder as he grapples with new 
concepts. Watch his enthusiasm from 
meeting to meeting during the pre- 
contract training. Does it lag? Care- 
fully check all written assignments 
you give him. Does he do them with 
care? Listen to his conversation. Does 
he have a strong sense of conviction? 
Give him some of the specific assign- 
ments that you would normally give a 
new agent who has just signed up 
with you. Does he apply himself with 
fire and vigor? Or do you sense a shy- 
ing away from the work involved? 


Education And Training 


Will he make the grade or not? This 
is the only question you are seeking 
to answer. If the answer is “Yes!” 
you will have a lot of time in the 
future to thoroughly educate and train 
him. If the answer is “No!” you can 
save much valuable time which other- 
wise would go down the drain. It has 
been proved many times that, initially, 
it is a man’s ability to sell, not his 
understanding of A&S insurance, that 
will determine whether he will succeed 
or fail. 

Therefore, any education and train- 
ing given during precontract training 
should be aimed at making each of 
your potential agents a productive per- 
son rather than a knowledgeable one. 
Two objectives are sought during pre- 
contract training: 

—To prepare the man to pass any 
license requirements that may be in- 
volved in your state. 

—To prepare him to be off in the 
field and running before the ink is 
dried on his contract. 

It cannot be stressed enough that, 
as worthwhile as these objectives are, 
they take a back seat to preselection. 


Contracting Or Terminating 


The results contained as your pro- 
gram unfolds will determine whether 
you will sign your man up or termin- 
ate further discussions. Termination 
may take place anywhere along the 
line. Contracting should only take 
place where the previous steps have 
been carried out. 

What is the best way to conduct a 
precontract training program? There 
are innumerable ways, all of which 
have something to recommend them. 
How you do it is up to you. However, 
here are some helpful ideas from suc- 
cessful agency heads: 

—Night and week-end sessions: Run 
your precontract training sessions at 
night or on week-ends so that the 
potential recruits who are employed 
can attend without inconvenience. 
These meetings might run for a couple 
of hours a night, or several hours on 
Saturday. 

—Small group: Include in your group 
more potential recruits than you ex- 


pect to hire. You will find that after a 


session or two this group will shake 
down to a small number of seriously 
interested individuals. If you recruit 
on a regular and systematic basis, 
interview and test men_ regularly. 
Then, plan your precontract training 
program to come at specific times of 
the year so that you can work men 
into appropriate groups as you go. 

—Subject matter: This is an impor- 
tant item. Carefully decide before you 
search out your first potential recruit, 
just what kind of a program you pro- 
pose to cover with him. For instance, 
you might decide to use the R&R A&S 
course and cover some specific units 
in it, such as prospecting, A&S selling, 
kind and construction of contracts, etc. 

An important point to keep in mind 
is that you should not try to cover 
more than precontract training pro- 
gram time permits. Whatever you do, 
do it thoroughly. 


Little Bearing On Turnover 


—Staff: Share the work load with 
as many folks as you can in your 
agency. Even if you have no super- 
visory staff, you can still call on your 
cashier or other administrative assis- 
tants to review many items. 

—Duration of program: An interest- 
ing observation of the LIAMA study 
referred to earlier, was that the dura- 
tion of a precontract training program 
seemed to have little bearing on turn- 
over. As long as the program was 
intelligent and organized, turnover re- 
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sults were improved over what they 
formerly were. 

Many agency heads who use pre- 
contract training, report that they pur- 
posely stretch out their programs to 
give their potential recruits time to 
“cool off.” They feel that if fully quali- 
fied men really want to come into the 
A&S business, they will chaff at the 
bit while their program unfolds, but 
will be better agents for it. Their very 
willingness to acquiesce to postpone- 
ment of the final decision, will show 
that they can take direction and guid- 
ance. 


Birmingham CLUs Elect 
Frank Williams President 


Frank W. Williams, Union Central, 
has been elected president of Birming- 
ham CLU chapter. Emmett O. Kirk- 
land, Guardian Life, was elected vice- 
president and Harmon Berger, New 
York Life, secretary-treasurer. 

Elected directors are Edward E. 
Beason, John Hancock; Edward C. 
Willis Jr., Massachusetts Mutual, and 
D. Hayes Clark, Lincoln National. 


Lincoln Liberty Leaders Meet 
Sixty sales leaders of Lincoln Liber- 
ty Life and their wives celebrated 
the company’s 40th anniversary at a 
sales conference at Wagoner, Okla. The 
company had sales of $19.6 million 
during the five-month qualifying pe- 
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BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE— CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND DALLAS 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
Insurance—Pensions 


2801 North Meridian St. 5002 Dodge St. 
Indianapolis 8, Ind. Omaha 32, Neb. 














DONALD F. CAMPBELL 


Consulting Actuary 
Suite 2011 


139 N. Clark St. Chicago 2, Ill. 











CHASE CONOVER & CO. 


Consulting Actuaries 
and Insurance Accountants 
Telephone WAbash 2-3575 
332 S. Michigan Ave. Chicago 4, Ill 








COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


Sen Francisco Denver ~ Los Angeles 








WILLIAM C. CONLEY 
Consulting Actuary 


Lansing and Detroit, Michigan 
811 American Bank Bldg., Lansing 68, Mich. 








E. P. HIGGINS & CO. 


(Frank M. Speakman Associates) 


Bourse Building 
Phila. 6, Penna. 


Consulting Actuaries 


Accountants 











NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 






















ST. LOUIS KANSAS CITY 
THE 
HOWARD E. COMPANY 


INCORPORATED 
Consulting Actuaries 


2859 N. MERIDIAN ST. + INDIANAPOLIS 7, IND. 














RINTYE, STRIBLING 
& ASSOCIATE 
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Consulting Act i c 
Pension Consultants 
William-Oliver Bldg. 

JAckson 3-7771 


Atlanta 
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Consulting Actuaries 
Management Consultants 
342 Madison Avenue 
New York 17, N. Y. 











An investment in time 


jem ed BS { 


that can pay you 
rewarding dividends! 





By training to become a CHARTERED LIFE UNDERWRITER 


you gain prestige and increase your earning opportunities ! 


In the never-static insurance field it is important 
for the alert and ambitious underwriter to keep pace 
with new trends and developments. 

An excellent way to do this is by enrolling in study 
programs offered by the American College of Life 
Underwriters—programs which can lead to the pro- 
fessional designation of Chartered Life Underwriter. 


In this way, the conscientious agent broadens his 
knowledge and is able to render more valuable service 
to his company and clients. And the added self-confi- 
dence he acquires can help him substantially increase 
his business. Why not make this rewarding invest- 
ment in time by preparing to start CLU study pro- 
grams and examinations this fall. 


New York Life (~~~ —__ 


Insurance Company 


51 Madison Avenue, New York 10, N. Y. 
A MUTUAL COMPANY FOUNDED IN 1845 


Life Insurance + Group Insurance « Annuities 
Accident & Sickness Insurance + Pension Plans 





3rd Y 


es 


Doni 
NAL 
Fun 


24-N 
With 
Atta’ 


WASH 
general ; 
Baltimor 
mer tri 
NALU, 
named cl 
the Nati 
of Life L 
ers 2 4-1 
fund rai 
mittee 
campaigr 
bringing 
000 for r 
and equi 
headc 
ers buil 
that NAL 
The ap 
of Indian 
of Ameri 
director \ 
UNDERWR? 


Pritchard 


Preside 
NALU sa: 
member © 
and as a ¢ 
building 
intimate 
project.” 

Vice-ch 
mittee is 
Life, Evar 
Secretary 
Men’s_ A; 

(CC 


t Hance 
\-P | 
Weste 


William 
ident of t 




















William . 


years, A 
'@ work, he 
external ai 
Commerce 
national 
Chamber « 





